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ALC. Nominators 
Choose Sick for 
‘Presidential Spot 


Bryan, Parker, Baker 
Get Nod for New 
Executive Committeemen 


T. A. Sick, president of Security Mu- 
tual Life of Lincoln, Neb., has just 
been announced by 
the nominatin 
committee o 
American Life Con- 
vention as its choice 
for election as the 
next president of 

the convention. 
Mr. Sick will 
succeed Frazar B. 
Wilde, president of 
Connecticut Gen- 
-eral, who serves in 
that capacity until 


the close of the 
T. A. Sick 1952 annual meet- 
ing at the Edge- 


water Beach hotel in Chicago, Oct. 7-10. 
Mr. Sick will be the second president 
of Security Mutual to head the A.L.C., 
having been preceded by the late W. A. 
Lindly in 1913. 

The nominating committee also rec- 
ommended five as members of the ex- 
ecutive committee. 

Succeeding themselves for three-year 
tems would be Frank P. Samford, 
president of Liberty National Life and 
Richard Boissard, president of National 
Guardian Life. 


Three-Year Nominees 


Two new members for three-year 
tems are Joseph M. Bryan, first vice- 
president of Jefferson Standard Life and 
chairman Pilot Life and J. G. Parker, 
president of Imperial Life, Canada. 

Burke Baker, president of American 
General Life of Texas, is nominated for 
a one-year term on the executive com- 
mittee to fill the vacancy created by the 
anticipated resignation of Mr. Sick. | 

The nominating committee met in 
Chicago and included in the committee 
report a notation that the A.L.C. con- 
stitution, in addition to providing that 
nominations for president and members 
of the executive committee be made by 
the nominating committee, provides that 
additional nominations may be made 
from the floor in open meeting at the 
time of election of officers and members 
of the executive committee. Formal bal- 
loting on the nominations will take place 
at the executive session of the annual 
AL.C. meeting on Wednesday after- 
non, Oct. 8. ; 

Members of the nominating commit- 
tee this year are: Chairman, Claris 
Adams, president Ohio State Life; Ed- 
win W. Craig, president National L. & 
A; J. C. Higdon, president Business 
Men’s Assurance; A. McAndless, 
president Lincoln National Life, and 

Howard Oden, president, North 
American Reasurance. 


Three Aetna Men Fellows 


Paul H. Jackson, Kenneth K. Keene 
and F, Gilbert Swanson of Aetna Life 
have successfully passed examinations 
_ fellows of Society of Actu- 

S, 

In addition, 12 others have passed 
Me or more of the examinations for 
fellow or associate. 





_Demecrats Want SS 


Expansion, “Attack” 
on Health Costs 


Expansion and improvement in the 
social security laws and “a resolute at- 
tack on the heavy financial hazard of 
serious illness” are advocated in the 
platform adopted by the Democrats. 
The planks on those subject state: 
HEALTH 

We will continue to work for better 
health for every American, especially 
our children. We pledge continued and 
wholehearted support for the campaign 
that modern medicine is waging against 
mental illness, cancer, heart disease and 
other diseases. 

Research: We favor continued and 
vigorous support, from private and pub- 
lic sources, of research into the causes, 
prevention and cure of disease. 

Medical Education: We advocate fed- 
eral aid for medical education to help 
overcome the growing shortages of doc- 
tors, nurses, and other trained health 
personnel. 

Hospitals and Health Centers: We 
pledge continued support for federal aid 
to hospital construction. We pledge in- 
creased federal aid to promote public 
health through preventive programs 
and health services, especially in rural 
areas. 

Cost of Medical Care: We also advo- 
cate a resolute attack on the heavy 
financial hazard of illness. We recognize 
that the costs of modern medical care 
have grown to be prohibitive for many 
millions of people. We commend Presi- 
dent Truman for establishing the non- 
partisan commission on the health needs 
of the nation to seek an acceptable solu- 
tion of this urgent problem. 

SOCIAL SECURITY 

Our national system of social security, 
conceived and developed’ by the Demo- 
cratic party, needs to be extended and 
improved. 

Old Age and Survivors Insurance: 
We favor further strengthening of old 
age and survivors insurance, through 
such improvements as increasing bene- 
fits, extending them to more people and 
lowering the retirement age for women. 

We favor the complete elimination 
of the work clause for the reason that 
those contributing to the social security 
program should be permitted to draw 
benefits upon reaching the age of 
eligibility and still continue to work. 

Unemployment Insurance: We favor 
a stronger system of unemployment 
insurance, with broader coverage and 
substantially increased benefits includ- 
ing an allowance for dependents. 

Public Assistance: We favor further 
improvements in public assistance pro- 
grams for the blind, the disabled, the 
aged and children in order to help our 
less fortunate citizens meet the needs 
of daily living. 

Private Plans: We favor and encour- 
age the private endeavors of social 
agencies, mutual associations, insurance 
companies, industry -labor groups, and 
cooperative societies to provide against 
the basic hazards of life through mu- 
tually agreed upon benefit plans designed 
to complement our present social se- 
curity program. 

Needs of Our Aging Citizens: Our 
older citizens constitute an immense 
reservoir of skilled, mature judgment 
and ripened experience. We pledge 
ourselves to give full recognition to 
the right of our older citizens to lead 
a proud, productive and independent life 
throughout their years. 

In addition to the fundamental im- 
provements in old age and survivors 
insurance, which are outlined above, we 
pledge ourselves in cooperation with 
the states and private industry to en- 


Ga. Leads States 
in June Increase 


Georgia showed the greatest rate of 
increase in ordinary life insurance sales 
in June, with Colorado second and Ari- 
zona and Nevada tied for third, accord- 
ing to L.I.A.M.A. Countrywide, ordi- 
nary business increased 14% in June, 
compared with June, 1951, while Georgia 
sales gained 35%, Colorado 32% and 
Arizona and Nevada 30%. ‘ 

For the first six months, with na- 
tional ordinary sales up 13% over a 
year ago, Arizona and New Hampshire 
led with an increase of 29%, with Ala- 
bama and New Mexico each reporting 
a gain of 28% over the corresponding 
period of last year. 

Among the large cities, Boston and 
Cleveland showed the greatest rate o 
increase for June, with a gain of 22%. 
New York was next with a gain of 
11%. Cleveland led for the six months 
with a gain of 18%. The figures in per- 
centages for the leading cities are re- 
ported as follows for June increase or 
decrease and first six months increase 
or decrease. 

Boston 22 and 8; Chicago 2 and —+; 
Cleveland 22 and 18; Detroit 7 and 3; 
Los Angeles 8 and 7; New York City 
11 and 4; Philadelphia 3 and —7; St. 
Louis —14 and —6. 


State Security Life Is 
Incorporated at Indianapolis 


Indiana’s second new life company of 
the summer has been incorporated un- 
der the name State Security Life at 21 
North Pennsylvania street, Indianapolis. 
The company will write life and A. & H. 
coverages. 

Officers of the company, all Indiana 
men, are: President, Gilbert Withers, 
Mitchell, former Kentucky manager for 
professional group department of Con- 
tinental Casualty; vice-presidents, How- 
ard Crews, automobile and farm equip- 
ment dealer, Martinsville, and R. D. 
Bowsher of Bowsher Insurance Agen- 
cies, Terre Haute; secretary, A. J. Jer- 
man, Indianapolis C.P.A.; treasurer, J. 
M. Love, automatic freezer dealer, 
Bloomington. 

All officers are also listed as directors. 
Other directors are John McGurk, In- 
diana manager of Mutual Benefit H. & 
A. and United Benefit Life; Dr. L. J. 
Clark, Indianapolis physician, and Theo- 
dore Koontz, general insurance man, 
Monticello. ; 

The company has an authorized capi- 
tal of 200,000 shares at par $1, and is 
currently offering 100,000 at $3 per 
share. 

The other new Indianapolis company 
set this summer is Great Fidelity 

ife. 








Confer on Examinations 


Commissioner Navarre of Michigan 
and his chief examiner, L. H. Sanford, 
have returned from a trip to Canada, 
where they called on officers of severai 
companies and,of Canadian Life Insur- 
ance Officers Assn. and on the Dominion 
superintendent, discussing examination 
techniques. 

Comparisons were made of the ex- 
amining methods in use in Canada and 
those of the United States. They sought 
to stimulate agreements under which 
greater uniformity could be attained, 
particularly in such matters as treat- 
ment of trust deposits. The Canadian 
companies had asked the Michigan offi- 
cials to make the trip. 





courage the employment of older work- 
ers. We commend the 82d congress for 
eliminating the age restriction on em- 
ployment in the federal government. 


LIAMA Report Shows 
Dangers in Slump 
in Number of Cases 


Zimmerman Analyzes 
Factors Behind Bigger-But- 
Fewer-Policies Trend 


The continuing downward trend in 
number of ordinary policies sold “has 
vitally serious implications to the insti- 
tution of life insurance and more par- 
ticularly and immediately to the back- 
bone of life insurance, namely, our sales 
organizations,” says Managing Didector 
Charles J. Zimmerman of L.I.A.M.A. 
in his letter accompanying L.I.A.M.A.’s 
market study, ‘“Paid-for Policies: A 
Study of Their Number and Size.” 

“Common sense tells us that we must 


not defer further study and research of 
this problem,” Mr. Zimmerman de- 
clares. “Postponement might be catas- 
—— to life insurance and our way 
of life. 


Volume Up, Policies Down 


Ordinary companies’ paid volume in 
the first half of 1946 has in general been 
equalled or exceeded in every six- 
month period. But there has been an 
increase in average size of policy even 
more pronounced than the increase in 
volume. 

“It seems clear,” the report. states, 
“that more and more insurance is being 
sold to fewer and fewer people.” 

There was a slight drop from the 
1946 level during 1948 and the first part 
of 1949 in the smaller companies but 
these drops were relatively small, In 
the last six months of 1950 there was a 
decided upturn in volume placed and 
a somewhat higher level was maintained 
in 1951. 

The average policy sold in the last 
half of 1951 was about 30% higher than 
it was in early 1946. The trend in num- 
ber of policies paid for has been con- 
sistently downward. Even during the 
peak period of 1950, when the volume 
was 20% higher than in 1946, in each 
group of ordinary companies fewer poli- 
cies were paid for than in 1946. 


100,000 Fewer Policies 


The ordinary companies contributing 
to the study wrote in the aggregate 
more insurance in the last half of 1951 
than in the first half of 1946 but they 
wrote more than 100,000 fewer policies. 

In the combination companies, the 
volume of ordinary placed has for the 
entire period been below the level of 
the first six months of 1946 and the 
trend toward larger average policies did 
not become evident till 1949. Until this 
point the volume paid for was decreas- 
ing faster than the number of policies. 
However, since the end of 1949 the aver- 
age policy size has been increased and 
by the end of 1951 it was 20% larger 
than in the beginning of 1946. Even 
though the volume paid for by the com- 
bination companies was still somewhat 
below the 1946 level at the end of 1951, 
these companies experienced the same 
sharp increase in volume during 1950 
that was evident among the ordinary 
companies. Like the ordinary com- 
panies, the combination companies sold 
considerably fewer policies in 1951 than 
in 1946. 

Mr. Zimmerman lists in his covering 

(CONTINUED ON PAGE 20) 








2 


FteNATIONAL UNDERWRITER 


August 1, 195 





tin, 








New Suits 
Two Neb. Insurers’ 
Retirement Plans 


Following a decision of the Nebraska 
supreme court in a case brought against 
Bankers Life of Nebraska that under 
the laws of that state officers of domestic 
insurers in Nebraska can not be made 
beneficiaries of a retirement plan set 
up by the company in which they hold 
office, but upholding that company’s 
retirement plan so far as it applies to 
other salaried employes, similar suits 
have been filed in district court at 
Lincoln against Guarantee Mutual Life 
and Mutual Benefit H. & A. 

Max Kier, Lincoln attorney, who filed 
the suit against Guarantee Mutual as a 
policyholder of that company, was one 


of the lawyers for the plaintiffs in the. 


Bankers Life case. He and Michael 
McLaughlin are also counsel for Miss 
Marie Uher, who filed the Mutual Bene- 
fit H. & A. case “on behalf of herself and 
150,000 policyholders.” In both cases 
it is asked that the officers affected, 
including those who have already retired, 
be required to return to the company 
money expended for their retirement. 
In the Guarantee Mutual case, the 
petitio.. alleged that more than $100,000 
has been ~2id to Metropolitan Life, 
which is made a co-defendant, for a 
reserve from which officers’ retirement 
benefits would be paid. It is asked 
that the company be required to return 
all such money paid to it. Jesse D. 
Cranny, counsel for Guarantee Mutual, 
called its plan “fair, just and equitable.” 
Phil Horan, attorney for Mutual Bene- 
fit H. & A., pointed out that the deci- 
sion in the Bankers Life case is not 
yet final, nor available long enough for 
a study to be made so that the com- 
panies may act in accordance with any 
requirements it may set up. 





Mid-West Management Meet 


Slates Persons, Huebner 


Henry Persons, manager Mutual Life 
of New York at Chicago, has been an- 
nounced as one of the speakers on the 
agenda of the Mid-West Management 
Conference at French Lick, Oct. 23-25. 
He will speak on “How to Train on an 
Individual Basis.” 

Speakers previously announced for 
the agenda, which will be made up of 
nine individuals and one panel, are Dr. 
S. S. Huebner, who will open the con- 
ference with “The Professional Oppor- 
tunities and Responsibilities of Agency 
Managers”; and B. N. Woodson, who 
will serve as closing summary speaker. 

The Mid-West Management Confer- 
ence is sponsored annually by the In- 
dianapolis General Agents & Managers 
Assn. and is the oldest of such associa- 
tion-sponsored management meetings. 
Theme for this year’s meeting is “Is 
Management Keeping. Pace with the 
Times?” 





Set Workshop for Aug. 4-8 

University of Wisconsin school in 
advanced underwriting has been set for 
Aug. 4-8. The five-day workshop will 
be sponsored jointly by the university, 
the Wisconsin Assn. of Life Under- 
writers, and Wisconsin domiciled life 
companies. The course will cover tax 
developments affecting life insurance 
and estate planning; trusts and estate 
planning; mass coverages, and inflation 
and investments. Cost of the course 
is $55. 


Ellis Agency Sets Record 


Paid production for the Ellis agency 
for Pacific Mutual Life, Los Angeles, 
between June 16 and July 15 totaled 
over $11%4 million, an agency record for 
the company. The agency is currently 
marking its 10th anniversarv. 





Advertising Man's Challenge _ Billion in Force in 


Weeks Says 500 Life Companies 
Don’t Push Their Products 


The following article was written by 
Shelton Weeks of Cunningham & 
Walsh, New York City advertising 
agency, and originally appeared in 
Printers’ Ink magazine. Though it was 
written for advertising agency people, it 
seemed of such significance for life in- 
surance people that it is reprinted here, 
with the author’s permission, in almost 
its entirey. Mr. Weeks has done consid- 
erable research and production in the 
insurance field, including taking out 
an A. & H. agent’s license and actually 
selling the product he was promoting. 





In 1950 the American people spent 
more for liquor than they did for life 
insurance protection—8.7 billion dollars 
vs. 8.2 billions. During the year the 
liquor industry put approximately 4% 
cents of every sales dollar into advertis- 
ing; insurance companies—in part due 
to legal restrictions—put back into 
advertising less than one-sixth of a cent 
from each dollar of income. 

The life insurance agent is at an in- 
creasing disadvantage in the battle for 
today’s consumer dollar, because com- 
petitive industries are advertising so 
aggressively compared to the life insur- 
ance industry. Of 8 billion dollars spent 
by the public for life insurance in 1950, 
life companies spent only 12% millions 
on national advertising, and only a 
fraction of that was spent on_hard- 
hitting promotion of what they have 
to sell. 

As national advertising of consumer 
goods becomes more and more aggres- 
sive and hits harder and harder on the 
local level, and as consumers shop more 
and more in self-service outlets, impulse 
buying of heavily advertised merchan- 


dise will soak up an increasing propor- 
tion of dollars that might be going into 
life insurance. 

An illustration of this may be found 
in the purchase of television sets in met- 
ropolitan areas. In Videotown, a city of 
40,000 near New York, where Cunning- 
ham & Walsh makes periodic studies of 
TV and its effect on family life, 66% 
of the families own sets. Many of the 
families in this typical consumer group 
(largely white-collar people and skilled 
workers representing an important mar- 
ket for life insurance sales) are making 
TV instalment payments that would 
easily keep a $10,000 life insurance 
policy in force. 

We buy fire insurance, automobile 
insurance and, some of us, public liabil- 
ity insurance, on our own initiative. Yet 
an agent has to sell us life insurance, 
because there is no substitute for the 
intimate, personal counsel of a trained 
life insurance agent. But the insurance 
agent is up against tough odds in trying 
to persuade us to save regularly for 
insurance protection. 


What Can Companies Do? 


Experience of a few life insurance 
companies that have achieved gratifying 
results through advertising proves 
that if the need for life insurance is 
dramatized often enough, vividly 
enough and aggressively enough, sales 
can be boosted substantially and sell- 
ing costs lowered. 

Equitable Society scores with aggres- 
sive, well-merchandised advertising 
through its national radio program, This 
Is Your FBI. 

The program is the front for a hard- 

(CONTINUED ON PAGE 19) 
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Congratulations 


N. Q. A. 


Henry Abraham 
William D. Busch 
C. D. Haskins 

J. F. Haskins, Sr. 
J. M. Johnston, Jr. 
John T. Koprowski 
J. R. Lunsford 


Winners! 


LeRoy L. Osborn 

J. M. Phebus 
LeMoyne E. Plauche 
W. J. Quisenberry 
David W. Rollins 
Howard Tittlebaugh 
Harry T. Weinstein 


Gilbert J. Wellman 


These men have done well 
salutes them. 
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INSURANCE IN FORCE, July 1, 1952 — $572,632,005 


COMMONWEALTH 


Life Insurance Company 


HOME OFFICE ©¢ GOUISVILLE, KY. 





Prudential Group 
Creditor Policy 


As of June 30, more than $1. billion 
of life insurance was in_ force 
under the single group creditors policy 
issued by Prydential to the Genera 


Motors Acceptance Corp. The 1,850.) 


000 individuals insured are purchaser; 
of new or used automobiles, refrig. 
erators, or other appliances sold gp 
time and financed by GMAC. The jp. 


surance, optional to the buyer, is for} 


an amount equal to the unpaid balance 
of his purchase agreement during the 
time it is in force. 

The jumbo group policy, now the 
largest, numerically, in the history of 
life insurance, was first issued to GMAC 
in 1941. It was offered originally only 
to time buyers in certain areas but over 
the years has been made available 
through General Motors dealers in all 
parts of the U. S. and Canada. Cos 
has been constantly reduced. 

GMAC reports 
catastrophe, such as_ the 
accidents, etc., is reflected in claims 
To date Prudential has paid out more 
than $7 million under the policy. 





“Insurance Graphic” Is 
Sold to Dallas Group 


The Insurance Graphic Magazine oj 
Dallas has been sold to News Publish- 
ers, Inc., a corporation formed April 15 
by a group of persons associated with 


the “Texas Contractor,” a weekly publi- | 


cation of the contracting and road build- 
ing industry in Texas. At the head of 
this are W. A. McDonald of Dallas, 
general manager of the “Texas Con- 
tractor;” S. T. Reed, sales manager, 
and O. H. Reeves, Austin, representa- 
tive of the contracting magazine. 
The owners of the Insurance Graphic 
were Eileen Coates and Mary Coates, 
widow and daughter respectively of the 
late Don Coates. Miss Mary Coates 


had been publisher, and is continuing | 


for the time being as managing editor 
of the Insurance Graphic. 
is editor. 

The Insurance Graphic is an out- 
growth of Texas Insurance, founded in 
1924 by Mr. Coates at Dallas, and of 
Western Insurance Review, and Life 
Underwriters Digest, formerly published 
at St. Louis and purchased by Mr. 
Coates. 


J. E. Day in Spotlight 

J. Edward Day, Illinois insurance di- 
rector, is included in the prominently 
displayed illustrated article in the Aug. 
1 “News Week” on the men that com- 
pose the inner circle of advisers and 
aid to Gov. Stevenson, these men be- 
ing highlighted due to the possibility 
that in the event Gov. Stevenson is 
elected president they would become 
figures of national importance. Mr. Day 
is one of six men whose pictures appeaf 
in connection with the article under the 
Profes- 


caption “Stevenson’s Friends: 
sors, Bluebloods and Bright Young 
Men.” 


The paragraph on Mr. Day reads: 
“Another valued adviser is J. Edwar 
Day, 38, who left a Chicago law prac 
tice to become an administrative assist- 
ant and then moved to the post of di 
rector of insurance. The insurance de 
partment is a special Stevenson im 
terest.” 

Also mentioned in the article, “among 
other close associates of Gov. Steven 
son” is Hermon D. “Dutch” Smith, who 
is identified as “a Chicago insurance 
broker.” Mr. Smith is executive vice 
president of Marsh & McLennan. 





The Sims agency for Massachusettt 
Mutual Life, Mattoon, IIl., recently 
marked its 45th year. 
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Walter Gordon* said, “Ill take a 
$2,000 policy, since you’ve done such a 
lot of work for me.” The Field Under- 
writer didn’t accept this opportunity 
for an easy sale. 


Today, Walter Gordon’s widow is 
fortunate because her husband had met 
this man who discouraged an unplanned 
purchase of life insurance. 


Let’s see how this situation came 
about: 


Some time ago, Mr. Gordon became 
interested in putting his plans for the 
future into concrete form. He wanted 
to be sure that when he died income 
for his family would not die with him. 
To carry out his wishes, a Planned 
Estate was created from the life insur- 
ance he owned. At this time, no addi- 
tional insurance was required. 


Last year, the annual review of Mr. 
Gordon’s Planned Estate indicated that 
$13,000 of additional life insurance was 
needed. His income had increased, the 
Gordon family now included three, in- 
stead of two, growing children, and 
living costs had gone up. 


But Mr. Gordon felt that he could 
not “afford” the increased savings. 


Finishing Unfinished Business 


It was then that Paul Grove, the 
Home Life Field Underwriter, refused 
his client’s offer to buy $2,000 of life 
insurance, because Mr. Gordon felt 
obliged to “return a favor.” As a Home 
Life Field Underwriter, Paul Grove has 
been for 25 years in the business of 
finishing the unfinished business of hus- 
bands and fathers—not of building earn- 
ings on $2,000 sales. 


Mr. Gordon was still reluctant to 
make the immediate adjustment re- 
quired to buy the $13,000 of new life 
insurance. Paul Grove knew that some- 
body always pays for the life insurance 
that is needed whether it is purchased 
or not. He knew it was his task to help 
his client understand. Accepting this 
responsibility, he stressed that Mr. Gor- 
don’s “No” still left his problem un- 
solved. After additional consideration, 
Mr. Gordon decided that he could man- 
age to pay the premium. 


Paul Grove’s determination to make 


Number 2 of a series 


The Insurance He Didn’t Buy 


Meant Greater Security.... 


his client face his problem was justified 
—sooner than either man could have 
anticipated. 


Ten days after the premium was paid, 
Walter Gordon was dead, the victim of 
an automobile accident. 


Paul Grove was shocked at the news 
of the accident. But he was tremen- 
dously relieved that his client had acted 
in time. 


Because Paul had accepted the re- 
sponsibility for the solution to his cli- 
ent’s problem, Walter Gordon’s family 
is fortunate. Household bills will be 
paid, income will continue, the three 
children will have college educations, 
and small luxuries will be enjoyed. 


Walter Gordon’s plans for his fam- 
ily’s future were made real through the 
miracle of life insurance. Faith in this 
miracle is the basis of the field under- 
writing career. For men like Paul 
Grove, the career of Field Underwriter 
means a life that is materially reward- 
ing—and rich in meaning. For such 
men, life insurance service is a way of 
life. 


*In this true story from our files, the client is not pictured, nor is his name used. 
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SOME OF THE SPEAKERS AT THE RECENT L.I.A.M.A. MANA 
iL. to r. first panel, Verne W. Holleman, Home Life, Washington, D. C.; Ferrel M. Bean, John Hancock, Chicago; S. Rains Wallace, 
and Charles J. Zimmerman, managing director. Next shown is Henry W. Persons, Mutual Life, Chicago, and his agent “Mike”, star of the 
third panel, |. to r., are David S. Kamp, New England Mutual, San Francisco; Troy M. Ziglar, Prudential, Pasadena; Mr. 


a 5 


burg, and Robert B. Pitcher, John Hancock, Boston. 


GEMENT SEMINAR AT CHICAGO: 





director of research of L.1.A.M.A, 
“Birth of a Salesman” skit. In the 
Holleman, B. Carl Wharton, Fidelity Mutual, Harris 








A. & H. Men to Hear Coursey 


William G. Coursey, managing direc- 
tor of International Assn. of A. & H. 
Underwriters, will speak at the Aug. 8 
meeting of the Indiana association. 


Spafford Orwig, of the Orwig agency, 
will report on the association's Asbury 
Park convention. Indianapolis general 
agents and managers whose companies 
have recently entered the A. & H. field 
will be invited to attend. 











SS 


~ 


ATU 





LATI 





to the American College 
of Life Underwriters on its 25th anniversary. 
Its advancement of the CLU program is a 
notable contribution to Life Insurance and to 


the American Way of Life. 








The Equitable Life of lowa has long endorsed and 
supported the CLU movement. It contributes to the 
Cooperative Fund and includes CLU studies as an in- 
tegral part of its training program. It presents en- 
graved CLU keys to graduating candidates and pays 
their expenses to attend the conferment exercises. 

The Equitable Life of lowa is proud of its 40 associ- 
ates who have earned the CLU designation and of 
the many Equiowans now completing CLU study. 











Stevenson and 
Eisenhower Quoted 
on Health Insurance 


The attitudes of Dwight Eisenhower 
and Governor Adlai Stevenson towards 
health insurance are quoted in an 
analysis prepared by ‘Congressional 
Quarterly, a non-partisan research or- 
ganization, from statements the candi- 
dates have made thus far. 

Mr. Eisenhower in his Abilene press 
conference in June said of health insur- 
ance: “When it comes to some details 
of this medical question, I am _ not 
going to answer too specifically because 
what would be in a bill that is labeled 
compulsory health insurance I am not 
so certain. (I am) against bureaucratic 
government and submitting our lives 
toward a control that would lead in- 
evitably to socialism . .. now I do believe 
that every American has a right to decent 
medical care.” 

Gov. Stevenson, addressing Spring- 
field (Ill.) Assn. of Life Underwriters 
said: “I am against the socialization 
of the practice of medicine as much as 
I would be against the socialization of 
my own profession, the law . ... If the 
insurance principle could be brought to 
bear on these catastrophic illnesses, it 
would largely eliminate the specter of 
terror from the average home. I am 
sure that . the common objective 
can largely be realized without the 
destruction of professional independ- 
ence.” 


Southern Farm Bureau Life 
Is Close to 6-Year Goal 


Southern Farm Bureau Life of Jack- 
son, Miss., expects to have $100 million 
life insurance in force by the end of this 
year. It will thus attain its goal of $100 
million in force in six years. The new 
paid business for the first half of this 
year was $14%4 million. 


Catastrophe Toll Rose 25%, 
in First Half of 1952 


Catastrophes, accidents killing five or 
more people, took about 900 lives in the 
nation in the first six months of this 
year, nearly 25% above the toll in the 
same period of 1951, the statisticians of 
Metropolitan Life have found. 

Tornadoes accounting for 229 deaths 
in six Mississippi valley states in March, 
were the most important item in the in- 
crease. Fires in apartments and dwell- 
ings added substantially to the rise in 
the number of deaths. 

The toll in major aviation accidents 
showed a drop from 1951 figures. In 
the first half of 1952 there were three 
air transportation accidents in each of 
which more than 25 lives were lost. 
Two scheduled passenger planes crashed 
in Elizabeth, N. J.—one killing 30 per- 





sons, and the other 33. A _ non-sched- 
uled transport plane crash near Lp; 
Angeles in April took 29 lives. 

As compared with the two crashes 
of scheduled passenger planes this year, 
there were seven during the first half 
of 1951, with a death toll of 159. 

Railroad catastrophes also accounted 
for fewer deaths than in the first half 
of 1951, when the Woodbridge, N. J, 
accident killed 85. 


Liberalize Employe 
Service Benefits 





Massachusetts Mutual Life has grant: | 
ed an additional day’s vacation with pay | 
to titled and non-titled home office em- | 


ployes with over five years’ service, 
Non-titled employes will receive the 


extra day in addition to a half-day for | 


each month of perfect attendance. Vaca- 
tions for 25-year employes have beet 
extended to three weeks, and-this group 
will no longer be required to complete 
daily time cards. The company has also 


liberalized the salary schedule for ten- | 


year employes absent for illness. 


A social Quarter-Century Club has | 


been formed to include active and retired 
employes. 
ties, the club will be feted yearly ata 
company dinner. 


A.M.A. Insurance, Etc. Plans 


American Management Assn. will 
hold its fall insurance section confer- 
ence at Chicago, Nov. 13-14, and its 
spring meeting in New York ‘May 18-20. 
Other A.M.A. conferences in which in- 
surance people are interested are per- 





sonnel, Sept. 29-Oct. 1, New York; 
office management, Oct. 16-17, New 
York, and finance, Nov. 19-21, New 


York. There is a general management 
conference at Los Angeles, Jan. 12-15, 
one on personnel at Chicago, Feb. 16- 
18, and another on general management, 
June 17-19 at New York. 





A&H 
MANAGER 


A large casualty company entet- 
ing the A&H field wants a man 
thoroughly grounded in all 
phases of A&H to manage this 
department. He must have A&H 
home office experience. Oppor- 
tunity unlimited, salary open. 


FERGASON PERSONNEL 
330 S. Wells Street, Chicago 6, Ilinois 
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New Wage Board Set 
Up: Pension Practice 


Position Clarified 


WASHINGTON — A_ new wage 
board has been set up by President 
Truman under the defense controls act, 
extended. Archibald Cox, Harvard pro- 
fessor, was slated as chairman. Other 
members have not been named. _ 

The defense law exempts the insur- 
ance industry from price control, but 


| not wage and salary controls. 


Economic Stabilization Director Put- 


| nam stated all regulations, resolutions, 
| interpretations, 


rulings, decisions, 
amendments, revisions issued by the old 
wage board existing July 29 remain ef- 
fective, with few specified exceptions. 

The wage board issued a set of 20 
questions and answers on general wage 
regulation 21 governing establishment 
of pension and profit-sharing plans of 
the deferred compensation type, on 
unanimous recommendation of its health, 
welfare and pension committee. ; 

The questions and answers take into 
account standard practices in the pen- 
sion field which, in a purely technical 
sense, are not dealt with by language of 
G.W.R. 21 and would otherwise have 
been referred to the above committee 
for review. 


Speed Processing of Petitions 


Questions and answers clarify board 
policy on these practices and will permit 
more rapid processing of petitions. 
They also clarify the issue of death 
benefits under pension plans and spell 
out the board’s position with respect to 
acceleration of payments under both 
pension and profit-sharing plans where 
the aggregate amount due employes is 
relatively small. 3 

G.W.R. 21 is now the only governing 
regulation under which pension and 
profit-sharing plans may be established. 
Previously, it was possible to make pen- 
sion-plan adjustments by offsetting the 
cost against permissible increases under 
general wage regulation 6. 

The board said questions and answers 
are illustrative, “not exhaustive,” and 
that “other provisions in plans which 
the board finds to be within the spirit 
of the regulation and not unstabilizing 
‘will also be approved.” 

Two of the questions and answers are 
general. Eleven of them deal specifically 
with pension plans, four with profit- 
sharing plans, and three with pension 
and profit-sharing plans. 

In general, small business enterprises 
(other than banks, building and loan as- 
sociations and _ savings institutions), 
which derive more than 25% of their 
business income from dividends, inter- 
est, rents or royalties, will remain under 
mobilization controls. 





N.W. Mut. Agency Observes 
70th Anniversary 


CINCINNATI— The W. J. Mack 
agency of Northwestern Mutual is ob- 
serving its 70th anniversary on Aug. 1. 
The agency, which has over $110 million 
in force, has been managed by a mem- 
ber of the Mack family since the ap- 
pointment of Max J. Mack as general 
agent in 1882. Millard W. Mack be- 
came general agent in 1901 and served 
in that capacity until 1934, when his 
son, William J. Mack, succeeded him. 

The agency has long been known for 
the outstanding agents it has produced. 
For the agents’ year just ending, it 
ranks 8th among the company’s 89 gen- 
eral agencies on a composite of nine 
achievement” factors. At present, there 
are 12 members who are members of the 
$4 million and over club: Leo Lucas, 
Emmet C. Peebles, Maurice J. Koch, 
R. Ralph Weil, Robert A. Lauer, Walter 
H. Strauss, Joseph A. Sahlfeld, Wright 
C. Sampson, Jr., Walter R. Hyman, Lee 
H. Baum, Robert L. Mayer, and Mr. 
Mack. Mr. Lucas, with over $16 million 





of Northwestern paid for business, 
heads the list and is one of the com- 
pany’s all-time leaders. Messrs. Koch, 
Lauer, and Weil are life members of 
the million dollar round table. 

Mr. Sahlfeld, whose service began in 
1909, and Mr. Peebles, who began in 
1916, have the longest service records 
in the agency. 

When the agency began, Northwest- 
ern Mutual had less than $20 million 
assets, Compared to over $234 billion 
today. Since Mr. Mack was appointed 
general agent, the agency’s insurance 
in force has nearly doubled. 


Ohio State Life Expands 
Home Office Building 


An expansion and remodeling pro- 
gram to cost more than $100,000 has 
been undertaken by Ohio State Life in 
its home office building at Columbus. 
The company has taken over the second 
and third floors of a residential building 
at 26 North Grant avenue, in front of 
which the company’s main building was 
erected. The Columbus agency occupies 
the first floor. More than 30,000 square 
feet of space has been added to the 


company’s offices as well as 7,750 square 
feet of additional parking space. 





Three Return to Agencies 


Birger M. Salberg has returned to 
Miami as general agent of Pilot Life 
after serving for a year in the agency 
department at the home office. Elliott 
Horovitz has returned to Savannah as 
general agent and E. B. Bowers, general 
agent at Florence, S. C., has returned to 
his agency. Both have been in service 
for two years. 
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“Our lives were suddenly upset in June, 1950, when Del’s career as an Air Force 
Captain was halted due to health. He had been in the Air Force eight years and loved 
flying. Intending to make it his career, he found the prospect of starting anew a 
little discouraging. However, Del had been in the hospital seven months as an ambulatory 
patient, and knowing that he was going tobe discharged, he spent this time considering 
the different jobs available. His major accomplishment was to convince himself that 
he wanted to be independent. He wanted a job with freedom and a future. 


“This seemed like a large order when he thought of talking to Lamont R. Johnson, General 
Agent in Spokane. We were not entirely unfamiliar with Minnesota Mutual having 
bought a life insurance policy several years before. After a demonstration of the 

Organized Sales Plan and the Success Bond Story, we were both convinced that 
selling for Minnesota Mutual was what Del had been looking for. For the first time in 
many months Dick and Fred, our two sons, and I began to see a wonderful change taking 

place in Del. His enthusiasm for living was coming back, and his zest for exploring new 

opportunities was reborn. 


“Del has a simple formula for success — the effective selling tools of Minnesota Mutual 
his own dissatisfaction with his accomplishments. He is constantly striving to 
‘do better,’ and each year we see his efforts rewarded. 


“After two years in the life insurance business we fail to see why we were at all dis- 
couraged at leaving the Air Force. Our only regret is that we didn’t get started in this 
wonderful business much, much sooner. Del has been so happy with his work and 
feels he couldn’t be working with nicer or more friendly people. He continually praises 
the Success-O-Graph* and other sales materials the Minnesota Mutual gives him 
and is sure they have enabled him to get as far as he has. I’m awfully proud of the way Del 
is providing for our family. Dick and Fred have a secure home and a bright future 
thanks to their dad’s enthusiasm and success. From now on life underwriting will be Del’s 
career, for the call of ‘The Wild Blue Yonder’ no longer holds an appeal for him.” 


June 10, 1950 began Delmire B. Brown’s career with Minnesota Mutual and also his record 
as a constant producer of quality business. In his remaining six months he paid for 
$358,297 worth of business and upped that figure to $584,633 in 1951, his first full year. Del 
is a. member of the Company’s “M” Club for persistency. Minnesota Mutual’s Or- 
ganized Sales Plan and the Success-O-Graph* are sales aids which Del finds indispensable. 
*Registered U. S. Patent Office. 


This letter, written by the wife of a Minnesota Mutual salesman, is published here as a deserved recognition of the 
king toward the continuing growth and progress of this Company. 


The Minnesota Mutual Life Insurance Company 
SAINT PAUL 1, MINNESOTA 


Organized 1880 
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OK Purchase of 
United Benefit Life 
by Mutual Benefit 


Judge Jackson B. Chase of special 
district court at Omaha has ruled that 
Mutual Benefit H. & A. can use up to 
35% of its surplus for investment pur- 
poses in the stock of United Benefit 
Life. This paves the way for the 
purchase by Mutual Benefit of a ma- 
jority of the stock of its affiliated com- 
pany. The decision in effect extends to 
Mutual Benefit much of the same legal 
right as to stock ownership of affiliates 
accorded companies domiciled in many 
other states, including New York. 

The decision, according to Yale C. 


Holland, attorney for Mutual Benefit, 
allows the company to “proceed with 


the purchase of United Benefit Life 
stock to whatever extent 35% of Mutual 
Benefit H. & A.’s surplus will buy.” 
It is expected that approximately 65% 
of the stock of United Benefit Life can 
be purchased by Mutual Benefit. 


Brought Suit 


Suit was brought by the parent com- 
pany to obtain a ruling on the Nebraska 
statute covering the amount of its sur- 
plus a company like Mutual Benefit 
could invest. 

The court found that the dealings in 
the proposed stock sale had been “at 
arm’s length,” and that the price was 
reasonable and that the side by side 
operations of the two companies had 
been to their mutual advantage. 
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Life insurance in force exceeds $380,000,000.00 
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Hospital—Medical—Surgical and 


E. A. McCORD Cc. Cc. 


President 





KEYED ro MODERN eens 


The ILLINOIS MUTUAL CASUALTY COMPANY, 


home office — Peoria, Illinois, has the tools with 
which you may build the best Accident—Sickness— 


business in your community. Over 40 years’ experience 
in insurance confined exclusively to this field. 
Desirable agency openings in Illinois, Indiana, Michigan, 
Minnesota, Missouri, Ohio and Wisconsin. 


Illinois Mutual Casualty Co. teeta 


HOME OFFICE: 411 LIBERTY ST. PEORIA, ILL. 


INMAN 
Executive Vice President 
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Here are the new officers of the Northwestern Mutual Assn. of Agents, elected at the 
annual convention at Milwaukee. Left to right, seated: E. Tom Proctor, Nashville, 
president; Owen W. Eames, Boston, chairman of standing committee; William (, 
Hewitt, Milwaukee, secretary-treasurer. Standing: A. C. F. Finkbiner, Jr., Philadelphia; 
J. Kenneth Elliott, Kewanee, IIl.; J. Lowell Craig, Milwaukee, and Jos. D. McTigue, 
Fort Dodge, Ia., committee members. George Venable, Columbus, Ga., the new vice. 


president, was absent. 





N. W. Mutual Agents 
Elect Proctor 


Their President 


MILWAUKEE—E. Tom Proctor, 
general agent at Nashville, was elected 
president of the Northwestern Mutual 
Assn. of Agents at the closing session 
of the 72nd annual meeting in Mil- 
waukee July 23. He succeeds Royall R. 
Brown, Winston-Salem, N Other 
new officers are George Venable, Co- 
lumbus, Ga., vice-president; William C. 
Hewitt, Milwaukee, secretary-treasurer; 
Owen W. Eames, Boston, chairman of 
the standing committee, to which also 
elected were J. Lowell Craig, Milwau- 
kee; J. Kenneth Elliott, Kewaunee, III.; 
A. C. F. Finkbiner, Jr., Philadelphia, 
ne Joseph D. McTigue, Fort Dodge, 


a. 
The General Agents Assn. of the 
company chose Harry Krueger, New 
York City, president; Glenn Dorr, Hart- 
ford; Nelson D. Phelps, Chicago, and 
Kenneth Snyder, Omaha, regional vice- 
a and Williard L. Momsen, 
Milwaukee, secretary-treasurer. 

New officers of the District Agents 
Assn. are Charles R. Damon, Lansing, 
Mich., president; C. J. Cotton, Lawr- 
ence, Kans., and Gilbert K. Moolsey, 
York, Pa., vice-presidents, and G. Wen- 


dell Dygert, Angola, Ind., secretary- 
treasurer. 
The Northwestern Mutual Special 


Agents Assn. named C. Rigdon Robb, 
Chicago, president; Edwin K. Chapin, 
New York, and Royden Behner, De- 
troit, vice-presidents, and Henry P. 
Hochstein, Milwaukee, secretary-treas- 
urer. 

Leigh Prettyman, Muskegon, Mich., 
was elected president of the North- 
western Mutual Chartered Life Under- 
writers; Fred Burrell, New York, vice- 
president: J. P. Bissett, Harrisburg, Pa., 
secretary, and James Runk, Harrisburg, 
treasurer. 





Heat Hits Routines in East 


Insurance offices in New York and 
Newark have returned to a semblance 
of standard work pattern with a modera- 
tion in the hot weather. The record 
heat wave, which ran for almost two 
consecutive weeks, induced many home 
and other offices to close in mid-after- 
noon several days in succession. Even 


southerners caught in the city during 


the torrid period complained about the 
heat. Few New York offices are air 
conditioned. For one reason the ex- 
tremely hot weather ordinarily moder- 
ates to a comfortable degree after a day 
or two. 





Again Becker vs. Sullivan 


Fred C. Becker, Seattle manager of 
Great-West Life, has announced his can- 
didacy for the Republican nomination 
for insurance commissioner of Wash- 
ington. He was the Republican nom- 
inee in 1940 and in 1948 but in each 
case failed to unseat Commissioner W. A. 
Sullivan, who has held the post since 
1932, They are the only announced can- 
didates and appear headed for their 
third clash. 


Mr. Becker is treasurer of the Re- | 


publican state central committee. 


Kail Cleveland President 


Life Managers & General Agents 
Assn. of Cleveland has elected the fol- 
lowing officers: President, Harry H. 
Kail, Connecticut Mutual Life; _.vice- 





president, C. Gordon Ferguson, Provi- | 


dent Mutual Life; secretary, Hadsell S. 
Easton, Home Life of New York. 





Prudential has awarded a citation for 
outstanding production to the Wichita 
district agency. 





% Make Your: 
Mark in ARK. 


Tired of working for someone else? We'll 
help you build your own state-wide gen- 
eral agency in Arkansas, selling Amer- 
ica’s finest low-cost hospital, surgical, 
medical, A. & H., and life plans, monthly 
and ordinary. No capital required. If 
you’re a real producer, write C. Alvin 
Kahaner, president, Pennsylvania Life, 
Health & Accident Insurance Co., Phila- 
delphia 5, Pa. 














INSURANCE COMPANIES 
Bought and Sold 


WRITE, WIRE or PHONE us either 
putas or sale for CASH 100% or con- 
troling interest in life companies or other lines. 
All negotiations personal and confidential. 





Ss 


__BRINSOR ASSOCIAT 


Waldheim Bldg. * Vi. 4466 * Kansas C 
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How Prudential 
Performed Huge 
A. & H. Training Job 


Some impression of the tremendous 
magnitude of an undertaking such as 
jndoctrinating Prudential agents for the 
sale of A. can be gained from 
perusal of the figures and examination 
of the systematic approach to the huge 
job. The company was faced with train- 
ing 30,000 persons and began to formu- 
late its program last July. It prepared 
training instructors used 
first for indoctrinating 4,000 field man- 
agers. It then prepared manuals which 
these managers and their assistants 
could use for training their agents. The 
Prudential trainers got up a 100-page 
booklet to serve as a special A. & H. 
guide. Then came development of visual 
training aids, brochures, proposal forms, 
direct mail pieces, visual sales plans and 


to enliven the interest of the public. 

It was in April, nine months after the 
inception of the program, that Pruden- 
tial inaugurated its first A. & H. classes 
for training instructors. These classes 
were held in the home office for two 
weeks and attended by 50 training in- 
structors. The instructors in turn moved 
into the field in teams of two to con- 
duct classes for the 3,500 district man- 
agers and staff managers and 400 ordi- 
nary managers and assistant managers. 
The mobile faculty’s schedule called for 
conducting 135 classes in key cities, an 
operation that was completed by the 
end of July. ; : ‘ 

Following completion of their training 
the managers and assistants were ready 
to institute similar courses for agents. 

Back in the home office, the indoc- 
trination of 1,800 office supervisors and 
clerks in the complexities of underwrit- 
ing and claims procedure was also nec- 
essary. There were 72 inspectors called 
in and put through a special course and 
then they set up classes in the field. 





Brooklyn, Long Island 
Agencies Confer Together 


The Brooklyn, Jamaica, and Hemp- 
stead agencies of Massachusetts Mutual 
Life have just concluded their first Tri- 
Agency Sales Conference. The day- 
long gathering was held at the Hemp- 
stead agency. 

Nathan S. Bienstock of the Keane 
agency, New York City, discussed 
“Why I Stopped Being a Gentleman,” 
and Joseph J. Edelstein of the Hemp- 


and associate editor of the New York 
Times. 


Dismiss Indiana 
Receivership Suit 


The Indiana department’s receiver- 
ship suit against Mid-West Ins. Co., a 
legislative charter company, has been 
dismissed in superior court, Indian- 
apolis, but department officials say they 
will continue to press for action. 

he action was voided when the 


Indiana supreme court declared that the 


superior court lacked jurisdiction be- 
cause of technical errors in the presenta- 
tion of complaints. 

Mid-West is one of several companies 
in Indiana holding legislative charters 
that go back as far as 1852. The com- 
pany has, in the past, claimed its charter 
places it outside the jurisdiction of the 
state department. Some charter com- 
panies voluntarily abide by the regula- 
tions and decisions of the department, 
but others have refused to be regulated. 
Thus far the department has been un- 
able to get the Indiana general assembly 
to pass legislation clarifying is juris- 
diction in these cases. 
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GUARANTOR” # 


5-10-15 YEAR 
RENEWABLE, CONVERTIBLE, 
LOW-COST TERM 


Penn Mutual Passes 
$2 Billion in Benefits 


With the payment of a mionthly in- 
come check to Mrs. Frank E. Martin, 
a widow of Portland, Mich., Penn Mu- 
tual Life this week passed the $2 billion 
mark in benefits paid to American fam- 
ilies. More than half of this total in 
benefit payments went to living policy- 
owners. The 105-year-old company cur- 
rently is sending fut 500 income 
checks each month to retired persons 
and beneficiaries. 
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$10.00 PER MONTH : 
DISABILITY ON | 
ALL POLICIES 


(except term) 


to the opportunity it offers to 
the men who help you build 





COMMISSIONS 


eae 


stead agency spoke on “Insuring the 
Professional Man” at the morning ses- = 
sion. Fs 
Afternoon speakers were Douglass N. 
Ellis, superintendent of agencies, who 
covered “Case Histories of Successful 
New Agents”, and James Bergen, com- 
pany training supervisor, who furnished 
several sales ideas. The conference 
closed with a panel led by Jack Karp, 
general agent at Brooklyn. Participants 
were Merton D. Custer, manager at 
Hempstead, and B. William Steinberg, 
general agent at Jamaica. 


Huge General Mills Loan 


General Mills has negotiated a $15 
million loan from Prudential. The loan 
Provides for 20-year notes at 314%, $5 
million to be borrowed within the next 
eth and the balance before May 31, 

5. 


S6, 
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Lh WY peasy viepae 


AMBITIOUS 


THE GOLDEN OPPORTUNITY 
TO ATTRACT STRONG MEN 
— HOLD AND REWARD 
YOUR BETTER MEN! 
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FRIENDLV HOME OFFICE CO-OPERATION 


Claim Men Line Up Speakers 
Several speakers have been lined up 
the annual meeting of International 
im Assn., scheduled for Sept. 15-17 

at Hot Springs, Va. They include John 
. Joanis, assistant secretary of Hard- 

Ware Mutuals who is a member of 
ealth Insurance Council; C. Manton 
dy, vice-president of Connecticut 
eral Life, and Dr. Howard A. Rusk, 

Ptofessor of physical medicine and re- 

labilitation at New York University 


HELPFUL 


THE COLUMBUS MUTUAL, 


LIFE INSURANCE COMPANY 
Columbus 16, Ohio 
Carl Mitcheltree, Pres, Ben F. Hadley, Vice-Pres. & Supt of Agents 
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Await Word from 
Cheek on Plans 


RALEIGH—A North Carolina com- 
pany, believed to be State Capital Life 
with headquarters at Raleigh, is re- 
ported to have offered Commissioner 
Cheek a top administrative position at 
a salary much better than the $9,000 a 
year his job will pay starting next 
Jan. 

Mr. Cheek has neither confirmed nor 
denied the reports, but has maintained 
a firm “no comment” when inquiries 
were made. However, it is believed he 
is giving serious consideration to the 
offer and will have an announcement 
soon concerning his decision. 

Mr. Cheek was appointed in 1949, to 
succeed Commissioner William  P. 
Hodges, who had resigned to become 
a company official. He was elected to 
the remainder of Hodges’ term in No- 
vember, 1950, and has just been nomin- 
ated for another four-year term. He won 
the nomination by a 3-to-1 margin over 
John N. Frederick of Charlotte. 

Prior to his appointment by Governor 
Scott, Mr. Cheek was practicing law and 
engaged in the insurance business at 


Asheboro, N. C. He is a graduate of 
Wake Forest College. 


McNutt New General Agent 
for Pilot in Alabama 


Pilot Life announces the appointment 
of Hershell Mc- 
Nutt as general 
agent for northern 
Alabama with 
headquarters in the 
Brown Marx build- 
ing, Birmingham. 
McNutt formerly 
represented Massa- 
chusetts Mutual in 
Alabama and more 
recently served as 
administrative as - 
sistant to Con- 
gressman Carl EI- 
liott of Alabama. 
E. K. Neville will 
continue to represent Pilot in Alabama 
and other southern states as group and 
pension specialist. 


Hershell McNutt 





Manhattan Life has appointed Joseph 
Hoffman assistant general agent at Buf- 
falo. 





seeking a sales director. 


delivers results. 


prove it. 


are esséntially the same. 


years of age. 


view. 


September | or sooner. 





TO A SALES MANAGER WHO WANTS 
EARNINGS TO GROW WITH RESULTS 


We are 22 years old. We are a rapidly growing mutual 
fund organization. We have 550 salesmen. We are now 
He will be paid $18,000 to 
$20,000 at the start and can exceed this figure as he 


This man has sold intangibles and is a proved leader 
of other salesmen selling financial programs. 

He has created selling leaflets to buyers, sales bulletins 
to salesmen, prospecting, presentation and promotion pro- 
grams, and has conducted sales meetings — all showing 
skill as a marketing executive. 


Thorough training and successful experience in the life 
insurance business in hiring, training and supervising men 
will qualify you for this position as our basic problems 


The man who is employed will live in the New York 
area. He will do some traveling. He is about 40 to 45 


Our own employes know of this advertisement. Your 
reply will be kept confidential. Apply only if your quali- 
fications meet requirements. Send complete career re- 


Qualified applicants will be invited to an interview by 


SD 18 
National Underwriter Company 
99 John Street, New York 38, N. Y. 


He can cite results to 
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Prudential Opens 
S.W. Home Office 


Shanks Presides Over 
Week-Long Ceremonies 
Marking Dedication 


Prudential recently dedicated its 18- 
story southwestern home office building 
at Houston. The week-long ceremonies 
were attended by President Carrol M. 
Shanks, company directors, Texas At- 
torney General Price Daniel, and insur- 
ance commissioners of Arkansas, Kan- 
sas, Louisiana, ‘Mississippi, Missouri, 
Oklahoma, and Texas. Business and 
civic leaders from the seven state area, 
key Prudential employes, and news- 
paper and radio figures were also on 
hand. 

Mr. Shanks, W. Jackson Letts, 2nd 
vice-president, Valentine Howell and 
Harold Stewart, executive vice-presi- 
dents, participated in the formal open- 
ing. 

Highlights of the week’s festivities 
included a banquet at the Shamrock hotel 
for over 900 leading southwestern citi- 
zens; an outdoor barbecue for employes 
and their families; an exhibit of out- 
standing southwestern art works; a 
historical exhibit depicting the com- 
pany’s early beginnings; a nation-wide 
broadcast, and a colorful “Press Review 
Day” for 50 representatives of news- 
papers, magazines, trade journals, and 
press associations. 

Employes ar their families took the 
first official tour of the building follow- 
ing the barbecue held on the 27% acre 
site. 

Works of leading regional artists 
were viewed in the first floor audi- 
torium, and a life-size mural by Peter 
Hurd was unveiled in the rotunda. A 
commemorative medallion designed by 
Wheeler Williams of New York City. 
was also distributed. The medallion 
shows a statuary group entitled “Wave 
of Life.” The original group, sculptured 
from limestone, will be placed in the 
forecourt of the building. 

The first office of founder John F. 
Dryden, complete with historic docu- 
ments and other articles, featured the 
historical display. 

On press day, a replica.of the Rock 
of Gibraltar, company trademark, was 
cemented to a marble shaft after micro- 
film copies of leading southwestern 
newspapers and other documents were 
deposited inside the shaft in copper 
tubes. The replica is carved from a 
piece of the Rock lof Gibraltar presented 
to the company by the British govern- 
ment. A press reception and dinner 
were also included in the day’s schedule. 

A day was also set aside to honor 
architects, contractors, and engineers 
who participated directly in the plan- 
ning and building. 

Plans for the new building were an- 
nounced in April, 1950, and construction 
was under way in October. 


Northwestern Mutual Loan 


Federal power commission set hear- 
ing here for August 20 on applications 
of Midsouth Gas Co. to supply natural 
gas to 25 Arkansas communities and 
acquire a pipeline from Arkansas Power 
& Light Co. 

In announcing the hearing, FPC said 
that based upon receiving certain vol- 
umes of natural gas “Midsouth entered 
into an agreement with the Northwest- 
ern Mutual Life Insurance Co. to pur- 
chase up to $6,900,000 of first mortgage 
bonds. 

“As of August 29, 1951, according to 
the evidence, Northwestern has pur- 
chased $2,100,000 of these bonds, and 
was obligated to buy $4,800,000 more if 
tendered before July 1, 1952, when the 
agreement was to cease to be in force 
and effect.” 








Paul B. Thompson, executive vice- 
president and director of the Cudahy 
Packing Company and N. M. Long- 


worth, vice-president in charge of agen. 
cies for United Benefit Life, wer 
elected to the board of directors 
United Benefit Life. 


Fear A. & H. May Be Draw, 
Into New York Controversie; 


Accident and health insurance peopl 
are watching with great interest and 
some degree of concern the contro./ 
versies between Superintendent Bohlin. 
ger of New York and the life companies, 
in regard to both the amendment of 
section 213, the expense limitation sec. 
tion of the New York insurance lay, 
and the proposal for uniform accounting 
procedures. 

They are afraid that accident and 
health may eventually be drawn into 
these controversies, because of its closer 
identification with life insurance as q 
result of the entry of so many of the 
big life companies into the A. & H 
field. They are strongly opposed to any 
extension of departmental regulation 
over A. & H. insurance and also to the 
New York department’s assumption of 
extra-territorial jurisdiction. So far as 
the companies not writing life insurance 
are concerned. they are keepinga 
strictly hands-off attitude and hoping 
that they will not be drawn in, but 
rather dubious of their position. 
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QUALITY muTuAL 
COMPANY 


Best's Highest Rating 

Over Half Century Old 
Over $350,000,000. Insurance 
Over $115,000,000. Assets 
Over $9,500,000. Surplus 
Full Level Premium Plan 
Sub-Standard Issuance 
Very Low Net Cost 

















QUALITY Compensation 


Generous for Underwriter 
Unusual General Agency’ Plan 
A Fine Retirement Plan 
Very Well Vested 














QUALITY TRAINING 


Home Office Schools . «e for 
New Life Underwriters 
General Agents 

Refresher Training Schools 
At Company Expense 































QUALITY territories 


Often possible ... for 

An Agency Minded Man 

Who wants to build 

A Compact Quality Agency 
Write to 
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CENTRAL LIFE 


ASSURANCE COMPANY 
DES MOINES, IOWA 
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Total Premiums 
May Pass Eight 
Billion in 1952 


Institute of Life Insurance estimates 
that premium payments to U. S. com- 
anies during 1952 are likely to reach 
$8,500,000,000. This can be compared to 
the 1951 total of $7,900,000,000. The cor- 
responding figure was $3,900,000,000 in 


940. 

; While the premiums will be high they 
will represent about the same share of 
national income as in 1945 when it was 
9.9%. They will represent a much 
smaller share of income than was put 
into life insurance in 1940. The 1951 
figure, though nearly double the 1940 
premium figure, represented a_ much 
smaller proportion of national income 
devoted to life insurance. Life insurance 
premiums increased 94% between 1940 
and this year, while national income 
gained 241%. 


Annuity Contracts 
Reach 4 Million 


There are 4 million annuity contracts 














‘ 
é 
as 


‘Hetiner Farm Bureau V.P. 


\) Herbert E. Evans is resigning as 








e Robert W. Heffner succeed 


in force in the United States, represent- 
ing $1,403,000,000 in annual future in- 
come, according to Institute of Life In- 
surance. The figures represent a gain 
of 279,000 contracts over last year, and 
$123 million in projected annual income. 
The Institute also points out that group 
annuities have tripled since 1941, to $2,- 


440,000, representing $697 million in an- . 


nual income. Individual annuities are 
up 32% over 1951 to $1,257,000, with 
$594 million in annual income. 


Northwestern Mutual Names 
Eckel at Harrisburg, Pa. 


Richard E. Eckel, agent for Niorth- 
western Mutual 
Life in the Harri- 
son general agency, 
Washington, D. C., 
has been appointed 
general agent at 
Harrisburg, Pa. He 
succeeds Herbert 
L. Smith, who is 
retiring after 41 
years of service. 
Mr. Eckel joined 
Northwestern Mu- 
tual at Washington, 
D. C., after return- 
ing from army 
service in 1945. He 
was appointed agency supervisor of the 
Washington general agency in 1948. 
Mr. Smith joined Northwestern in 
1911 as a special agent, became district 
agent at Parkersburg, W. Va., and was 
appointed general agent at Harrisburg 
in 1924. During his forty-one years with 
Northwestern, he has been a leader in 
company association affairs and served 
. president of the General Agents 
ssn. 


Phillips Ill; Adams to 
Handle N.A.L.U. Program 


_ Vernon L. Phillips, manager of Occi- 
dental Life of California at Philadelphia, 
chairman of the program committee of 
ational Assn. of Life Underwriters, is 
at the Jewish Hospital at Philadelphia 
tecovering from a heart attack. 
. Albert C. Adams, general agent of 
John Hancock at Philadelphia, is tak- 








R. E. Eckei 


-ing over Mr. Phillips’ duties in connec- 


tion with the N.A.L.U. program. 





e-president, personnel, of the Farm 
ureau companies, to devote his full 
e to managing one of the companies’ 
bsidiaries, Peoples Broadcasting Corp. 


“Evans. He has been coordinator under 
Mr. Evans, with responsibility for spe- 


cial personnel projects. He was edu- 
cated at Michigan State College and 
joined the company as an agent in 1937, 
serving as district sales manager, spe- 
cial agent, field sales supervisor, head of 
the sales record department, director 
of agency training and supervisor of 
management development. 





Credit Insurers Commend 
Plan for Limited 
Licenses for Credit Agents 


The directors of Consumer Credit 
Insurance Assn. have commended the 
action taken by North Carolina Assn. 


of Life Underwriters in adopting at its 
annual convention a resolution in full 
support of special licenses for agents 
selling credit life insurance. 

“Public protection requires that every- 
one who sells insurance be _ licensed,” 
the credit insurers said. “We _ believe 
that full-time agents are best qualified 
to handle the insurance needs of the 
public. Unfortunately, however, in the 
case of credit life insurance the premium 
of approximately $4 per individual pol- 
icy is so small that the average agent 
cannot economically afford to write 
such business.” 

C.C.I.A. recommended issuing of 
limited licenses for agents writing credit 


life and disability insurance, stating 
that “this would serve the two-fold 
purpose of providing adequate protec- 
tion to the insurance-buying public 
while safeguarding the American agency 
system.” 

Agents whose licenses are limited to 
credit insurance are not in competition 
with regular full-time agents, but “to 
the contrary,” C.C.I.A. declared, “by 
providing essential low-cost short-term 
protection in small amounts to the bor- 
rowing public, credit life agents educate 
such people to the value of life insur- 
ance protection, thereby contributing to 
the development of prospective business 
for the full-time agent.” 





OFFICE OF 
THE VICE-PRESIDENT 
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exactly that head start! 


_Juassachusetly Mutual 


LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 


ORGANIZED 1851 


TO ALL BROKERS AND SURPLUS WRITERS: 


Your prospects would snap up an opportunity to own a 
sizeable portion of their insurance estates at premium 
rates applicable to boys of 15 or younger... but it is 
not available. 


They can, however, give their sons, now 15 or younger, 
You can offer them a $25,000 
insurance program by starting only a $5,000 


MASSACHUSETTS MUTUAL PROGRESSIVE PROTECTION 


That $5,000 will automatically become $25,000 when 
the boy is 21, with NO premium increase. 


Another important point - PROGRESSIVE PROTECTION 
insures the boy’s insurability . . . not only for the 
relatively small amount of insurance today, but also 
for the substantial amount after 21. 


For complete information on this popular policy, see 
your nearest Massachusetts Mutual general agent. 


Cordially yours, 


kal, Kb hasglle 


Charles H. Schaaff 
Vice President 
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Insurance Ads Attract Good Salesmen 


The following editorial by G. D. Crain, 
Jr., president and publisher of Advertising 
Age, appeared in a recent issue of that pub- 
lication: 

The editor of a leading insurance 
journal was preparing to talk at a 
meeting of the Life Insurance Advertis- 
ing Conference, and asked me for some 
comments on insurance advertising. 
After considerable discussion, I gave 
him the conclusion that life insurance 
advertising has done more to help sales- 
men, by increasing their public accept- 
ance and business stature, than any 
other one thing. 

The direct results of insurance adver- 
tising are of course considerable, but it 
is obvious that its chief value does not 
consist merely of getting leads for the 
field staff. Building interest in insur- 
ance as an indispensable part of family 
security, and thus making the call of 
a life underwriter welcome rather than 
resented, is the chief objective of most 
campaigns. In my opinion they have 
been extremely successful in this re- 
spect. 

Not so many years ago the life in- 
surance agent was considered a pest. 
He had a hard time getting interviews 
and making sales. Most of the policies 
sold were for inadequate amounts, com- 
pared with the protection actually need- 
ed. One of the causes of this public at- 
titude toward most insurance salesmen 
was the fact that agents were in many 
cases part-time workers and were poorly 
prepared to discuss the benefits of life 
insurance and how it could be tailored 
to individual needs. 

The latest advertisement of the Met- 
ropolitan Life Insurance Co. is a change 
of pace from its usual public health 
messages, which have set such a high 
standard for public service advertising 
in all fields. It is headed, “He’s an 


honor student — but he’ll never gradu- 
ate,” and tells the story of the contin- 
uous job of sales training carried on by 
leading life companies to educate their 
men in the growing complexities of in- 
surance coverage. 

The advertising which Metropolitan 
and other leading life insurance com- 
panies have done is one of the reasons 
why they have attracted so many good 
men to their field organizations. The 
life insurance business used to be con- 
sidered the last refuge of the man who 
had been unable to make good anywhere 
else. Today the opportunities in the in- 
surance world, made clear by advertis- 
ing more than any other single factor, 
are so great that able men gravitate to 
this field with the knowledge that it 
offers great opportunities both for per- 
sonal success and public service. 

Advertising of large insurance com- 
panies is educational in the best sense 
of this much abused word. It makes 
people realize not only the need of pro- 
tecting their families, their businesses 
and their employes, but it creates a real- 
ization that the man who represents life 
insurance is in a dignified, useful busi- 
ness which justifies the respect and 
confidence of those whom he serves. 

The growth of life insurance adver- 
tising and in fact of all insurance 
advertising, shows that it has been rec- 
ognized as a builder of good public 
relations as well as a sales promotion 
tool. While the value of coupons from 
advertising which field men can follow 
up should not be discounted, it is the 
increased acceptance of life insurance 
and its agency force which is the great- 
est single result of this advertising. It 
has helped to attract and maintain a 
constantly growing organization of high- 
grade, qualified salesmen for whom life 
underwriting has become a career. 


Analyzing Collier's Surprise 


2 


The article in the Aug. 2 issue of 
Collier’s on what life insurance com- 
panies do with the tremendous amounts 
of money they collect from 86 million 
policyholders was interesting in itself 
and undoubtedly proved to be so to 
Collier’s readers. It is a story inter- 
estingly told and one that should prove 
to be an eye-opener to a great many 
outside the business who previously had 
not comprehended the extent and 
variety of life companies’ investment in 
American economy. 

In the same issue an editorial entitled 
“Your Stake in Bigness” emphasized 
the high standard of ethics and of state 
regulation which govern the enormous 
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financial power of the life companies 
without inhibiting normal and beneficial 
growth. But the editorial expresses sur- 
prise that insurers are the principal 
source of money for capital expendi- 
tures in the United States, and that their 
investments in the nation’s economy are 
so vast and diverse. 

“We hope that the surprise 
pleasant one. It was for us.” 

Just why should Collier’s, which as 
magazines go has always been curious 
and exploratory in its editorial policy 
be surprised? The easy thing to say 
would be that Collier’s and its readers 
didn’t know this before because the life 
insurance business did not tell them. 


is a 


Editor: Robert B. Mitchell 

Associate Editors: Richard J. Thain, Charles 
C. Clarke and F. A. Post. 

Assistant Editors: Ellsworth A. Cordesman 
and Donald F. Johnson. 


Actually, the life companies do a re- 
spectable amount of calling attention to 
their participation in the country’s econ- 
omy, detailing what they do with the 
money that they collect. 

It may be that the life companies can 
do a better job in communicating this 
story to the public. The companies 
would be the last to deny that there are 
improvements in all phases of their 
operations that can be made. It is one 
of the stimulating challenges of the 
business. 

However, we wonder if the news- 
papers and the magazines of general 
distribution haven’t been overlooking a 
bet in not digging out some of the dra- 
matic things that have been occurring 
in the economy in recent years. Per- 
haps the most important story of the 
last 15 or 20 years is the expansion in 
the economy and the detail of how that 
expansion has been accomplished. The 
woods are full, so to speak, of the 
widest variety and the most extensive 
changes. 

Some of these stories have been told 
by the magazines, and news about them 
has appeared in the newspapers in other 
than the financial section. But often 
they show up only on the business page. 
There is a strong tradition among news- 
papers that anything of financial or 
business interest should go there. The 


‘many stories of business, manufactur. 


most rigid standards are applied to 
stories in this category that are treated 
in the general section of the newspaper 
where the public may see them. The 
idea is that if a commercial firm wants 
to reach the public, it can buy space and 
tell its story in that display. 

But there are unquestionably a great 


ing, finance, and research in _ these 
fields of importance to the public, if they 
were dug out and handled in an inter 
esting way —not, as is frequently the 
case, in a semi-technical style that will 
appeal to experts. This may account for 
the fact that many such stories, to thoge 
not initiated in the terms and practices 
of a particular field, are uninteresting. — 

That matters of real economic con 
sequence can be interesting, both in 
general and in the technical detail that 
is explained in clear, understandable 
English, the Collier’s article testifies, 
The subject matter itself is interesting, 
Here it is refreshingly presented. News. 
papers, too, might be surprised, as was 
Collier’s, at the natural interest aroused, 
More of this material, perhaps, should 
go on the general reader pages of news: 
papers. Certainly people are interested 
in economic factors; policyholders are 
especially interested in anything im- 
portant the life companies do. After 
all, this is their money. 








PERSONAL SIDE OF THE BUSINESS 





Richard J. O’Brien has returned as 
assistant superintendent of agencies of 
Bankers National Life, after 17 months 
on active duty with the strategic air 
command of the air force. Mr. O’Brien, 
who served for four years during the 
recent war, was recently promoted to 
lieutenant colonel. 


Joe D. Morse, founder of Home 
State Life of Oklahoma, who had been 
confined to his home for several months 
following a heart attack, has recovered 
sufficiently to return to his desk for a 
few hours each day. 


Gambil C. Dick, assistant to Spalding 
Southall, Commissioner of Kentucky, 
who recently underwent an operation, 
has returned from the hospital to 
Frankfort, and hopes to be back at his 
office in a couple of weeks. 


Ezra W. Welton, manager at Co- 
lumbus of Business Men’s Assurance, 
was honored with a dinner by the Ohio 
sales force in celebration of his 30th an- 
niversary with the company. 


S. F. J. Trabue, former director of 
training and public relations of Com- 
monwealth Life, has become an account 
executive for the Farson, Huff & North- 
lich advertising agency. He has had 
20 years’ experience in advertising, sales, 
promotion and management work, start- 
ing with a New Orleans agency. 

Mrs. Katherine B. Riehle of New 
York, widow of Theodore M. Riehle, 
and Alfred J. Bohlinger, New York in- 
surance superintendent, were married 
at White Plains, at the home of Mr. 
Bohlinger’s sister. Alfred C. Bennett, 
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who is counsel of the liquidation bureau 
of the New York department, served 
as best man. The couple is on a wed- 
ding trip to Europe. 

Mrs. Bohlinger’s late husband, T. M. 
Riehle, was a million dollar life insur- 
ance producer and in addition operated 
a general insurance brokerage firm in 
New York. He was president of Na- 
tional Assn. of Life Underwriters in 
1934-35 and again in 1937 and was 
killed in an air crash several years ago. 

George W. Wells, Jr., president of the 
Northwestern National Life, has been 
named on a special investors’ committee 
to promote sales of J and K defense 
bonds. He represents Insurance Fed- 
eration of Minnesota. 

Doris M. Flint, wife of William Flint, 
director of public relations of the Michi- 
gan department, served as secretary of 
the 72-member Michigan delegation to 
the Democratic national convention at 
Chicago. Mrs. Flint operates an agency 
at Perry, Mich. 








DEATHS 


JOHN H. LEAHY, 58, superintend- 
ent life accounting division of Travelers 
since 1927, died at West Hartford. 

NORMAN C. TATUM, 57, retired 
agent for Prudential at Richmond, Va, 
died as a result of injuries received m 
an automobile accident. Mr. Tatum was 
a passenger in a car operated by his 
daughter-in-law, Mrs. Diora Tatum, 
whom he was at the time teaching to 
drive. Mrs. Tatum apparently lost con- 





Howard J. Burridge, President. 

Louis H. Martin, Vice-Pres, & Secretary. 
John Z. Herschede, Treasurer. ¥ 
420 E. Fourth St., Cincinnati 2, Ohio. "4 





ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 
9801. Carl E. Weatherly, Jr., Southeastern 
Manager. 

BOSTON 11, MASS.—210 Lincoln S&t., Tel. 
Liberty 2-1402. Wm. A. Scanlon, Vice-Pres. 
CHICAGO 4, ILL.—175 W. Jackson Bivd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mer. 
A. J. Wheeler, Resident Manager. 
CINCINNATI 2, OHIO—420 EB. Fourth Street, 
Tel. Parkway 2140. Chas. P, Woods, Sales 


Roeding, Associate Man- 


Director; George C. 
Editor; 


ager; rge E,. Wohlgemuth, News 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bidg., Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DES MOINES 12, IOWA—3333 Grand Avenue, 
Tel. 7-4677. R. J. Chapman, Resident Manager. 
DETROIT 26, MICH.—1102 Lafayette Bidg., 
Tel. Woodward 3-2826. A. J. Edwards, Resident 
Manager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bidg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 

MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg., Tel, Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 38-3958. Ralph BE. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


PHILADELPHIA 9, PA.—123 8. Broad Street, 3 
Room 1127, Tel. Pennypacker 56-3706. E. H.~ 
Fredrikson, Resident Manager. 2 
PITTSBURGH 22, PA.—503 Columbia Bldg. — 
Tel. Court 1-2494. Jack Verde Stroup, Resl- 
dent Manager. q 
SAN FRANCISCO 4, CAL.—507 Flatiron Bldg.” 
Tel. Exbrook 2-3054. 
Coast Manager. 





F. W. Bland, Pacific” 
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trol of the car on a curve which jumped 
the curb and smashed head-on into a 


tree. 
EDWIN E. BESSER, JR., 59, re- 
tired general agent for Lincoln National 
Life at Chicago, died in Montague, 
Mich., following a long illness. He 
had been a general agent for Lincoln 
National for 20 years and had been in the 
business for 38 years. He maintained 








EDWIN E. BESSER, JR. 


an office at 166 W. Jackson, Chicago, 
for 32 years. 

Mr. Besser retired from active service 
lat February because of his illness, 
but had continued serving his policy- 
holders from his home at Montague. 

M. F. GRIMES, vice-president and di- 
rector of All-American Casualty of Chi- 
cago, died suddenly while on a business 
trip to Champaign, Il. He was in charge 
of the mortgage loan division. 

Although confined to his home for 
several months during the early part of 
this year, his death nevertheless was a 
shock, as it was generally believed that 
he had fully recovered from his illness. 

Mr. Grimes was formerly with Alli- 
ance Life of Chicago as vice-president 
and manager of its mortgage loan de- 
partment. He was a graduate of the 
agricultural school of Pennsylvania 
State College. He was an expert in 
judging live stock, and was called upon 
many times to judge live stock in the 
International Stock Show at Chicago. 

THOMAS SMYTH, 75, retired five years 
ago after 25 years with Penn Mutual 


Life at Philadelphia, died in Stone Har- 
bor, N. J.. at the home of a daughter. 


S$ 
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More Recruits in First Quarter 


In spite of the unprecedented ob- 
stacles to recruiting, such as scarcity 
of available men, inflated incomes in 
other lines of work and high outlays 
for financing, there was a 19% in- 
crease in the number of agents con- 
tracted in the United States in the 
first quarter of 1952 than the corre- 
sponding period of 1951, according to 
figures just compiled by L.I.A.M.A. 
Even so, the first 1952 quarter was be- 
low the 1950 pre-Korea level. 

The increase appears to reflect in 
part the mounting concern over the 
steady decline in recruits during the 
previous two years. 

Most of the first-quarter increase was 
due to increased recruiting of inexperi- 
enced agents. The proportion of experi- 
enced recruits (23.9%) was lower in 
the quarter than during most of 1951 
but is still somewhat higher than in 
the quarters before the Korean out- 
break. 

In Canada, recruiting was up 20% for 
the quarter with the increase, as in 
the United States, being in the num- 
ber of inexperienced agents taken. 





High-Priced Men the Best Bet 


Commenting on the increasing diffi- 
culty of getting new agents and the 
substantially greater cost of financing 
them, an agency department executive 
remarked that it had been his company’s 
experience that it is better to take it 
on the chin for today’s higher financing 
costs than to compromise on the quality 
of men being inducted, because if the 
latter course is followed it is about 
the same as throwing money away. 

He said that of course this policy 
of paying the market rate for good men 
presupposes an effective selection plan 
for new agents so that the company 
can be reasonably sure that the men 
to whom it is paying these high prices 
are worth it. Without careful selection, 
and sometimes in spite of it, even a 
man with proved sales ability in other 
fields may fall flat on his face when 
he tries to sell life insurance. 





Statler Delays Hartford Plans 


Insurance people having occasion to 
visit Hartford will have to put up with 
the long-standing insufficiency of Hart- 
ford hotel accommodations for quite a 
lot longer than seemed likely when the 
Statler Hotels Corp. announced its 
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plans to build a 455-room hotel there. 
The company has rejected all bids for 
construction. It blames unsettled condi- 
tions in the materials and labor markets, 
the present steel situation and inability 
of builders to forecast delivery dates. 
The result was that what bids the com- 
pany received made it decide not to go 
further with the project at this time, 
although it is not abandoning its plans 
for a Hartford hotel. 


Hancock Spotters in Top Spot 


Here’s an observation on observation. 
The aircraft spotter post in the John 
Hancock home office was singled out for 
praise in the Boston Herald, which re- 
ported that despite the general lack of 
personnel in the general New England 
operation, the Hancock post was over- 
staffed. ; 

Hancock News testifies that this 1s 
due to training given volunteers over 
a long period of time by William G. 
Rose and George F. Bettencourt, both 
of the monthly policy department, who 
are supervising the post. 

Two posts have been set up on the 
26th floor. A phone line connects direct- 
ly with the air force filter center at 
Manchester, N. H. 

Lt. Col. Merle U. Drury, formerly 
with John Hancock, is coordinator of 
the ground observer corps. 


All Aboard for Jacksonville 


Employes of Prudential who are plan- 
ning to move to the proposed regional 
office at Jacksonville are already being 
furnished detailed information. Jackson- 
ville chamber of commerce, at the re- 
quest of the Prudential librarian, has 
sent bundles of booklets and papers 





about the city to the home office library. 
The shipment includes information on 
local housing, schools, taxes, public 
recreation, weather and economics. The 
material has been placed on a special 
table in the Prudential library. 








Retires After 47 Years 


After 47 years with Northwestern 
Mutual, Frank A. Malloy, assistant sec- 
retary, retires July 31 under the com- 
pany’s security plan. He has worked 
extensively with Northwestern Mutual 
agents on insurance arrangements in the 
business and estate planning field. 

Mr. Malloy started in the collection 
division, transferred to the policy title 
division in 1921, became supervisor in 


1931 and was appointed assistant secre- 
tary in 1943. 





That University, 
Sir, Is Yale 


THE NATIONAL UNDERWRITER has re- 
ceived the following communication 
from William Highfield, director of 
ae promotion for Loyal Protective 

ife: 

In your July 18th editorial you refer 
to a famous English course in a large 
eastern university which required stu- 
dents to write a daily theme, but say 
that you are unable to remember the 
name of the university. 

Well, perhaps I can help refresh 
your memory. I took that course in 
spite of its having a reputation for 
being one of the toughest in college. 
Eager students shooting for Phi Beta 
Kappa grades majored in the cinch sub- 
jects and avoided this daily theme 
workshop like the plague. It took time 
and was hard work. John Berdan 
taught it—and regularly at the close 
of each year entered the hospital with 
a nervous breakdown. 

“Red” Lewis attended that school. 
So did Thornton Wilder, to mention 
just a couple of its better-known prod- 
ucts. That famous eastern university, 
sir, is Yale. 








George W. Wells, president of North- 
western National Life, has been elected 
a director of Minneapolis Fire & Marine. 
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NEWS OF LIFE COMPANIES 





Mass. Mutual Insurance in 
Force Nears $31/2 Billion 


Insurance in force of Massachusetts 
Mutual Life June 30 was $3,496,749,397, 
an increase for the half year of $123,- 
456,247. This included $91,601,005 or- 
dinary, and $31,855,242 group. 

New business increased $26,262,399 
for the six months. New ordinary sales 
were $164,698,894, up 6.36%, and the 
total production, including group in- 
surance, was 15.32% ahead. 

The Simon agency of New York City 
led in new ordinary sales and in in- 
surance in force. Following in new or- 
dinary production were Newark, Los 
Angeles, Atlanta, the Jordan agency, 
of Chicago; the Keane agency, New 
York York City; Detroit, Rochester, 
Peoria and Cleveland. Fifty-two agen- 
cies delivered more business than in 
the first six months of 1951, with New- 
ark showing the greatest gain. 

Total receipts for the six months 
were $115,150,292, of which $65,228,000 
represented premium income. General 
expenses were reduced by more than 
$300,000. Assets June 30 were $1,486,- 
578,447, an increase of $42,345,242 since 
the first of the year. 

Death claims totaling $14,130,647 were 
paid on 2,124 lives the first half of the 
year, an increase of $372,122, but a de- 
crease of nine lives, compared with the 
same period a year ago. 





Kansas Companies Merged 


Central Life of Fort Scott, oldest life 
company in Kansas, organized in 1906, 
is being taken over by Victory Life 
of Topeka under a plan approved by 
the Kansas department. Insurance in 
force of $4,984,975 is being reinsured by 
Victory Life. Dr. Claud F. Young, 
Fort Scott, is president of Central Life, 


which has filed application with the 
Kansas department to dissolve the 
corporation. 


New Acacia Mutual Building 


Acacia Mutual Life will erect a six- 
story building adjacent to the present 
home office building at Washington, 
D. C. The new structure, featuring cafe- 
teria acommodations for 1,000 employs, 
will face on First street. The present 
building, completed in 1936, faces the 
juncture of Louisiana avenue, New 
Jersey avenue, and Capitol Plaza. 





“Julian Price Park” Approved 


Jefferson Standard Life has been noti- 
fied by the U. S. attorney general ot 
‘approval of the title “Julian Price 
Memorial Park” for the 4,132 acres at 
Blowing Rock, N. C., donated by the 
company to the government in honor of 
Mr. Price, late chairman. 

The company has set a dividend of 20 
cents per share on capital stock, payable 
Aug. 4 to stockholders of July 31. 





Open House at New Building 


Frank Sullivan, Kansas commissioner 
and immediate past president of National 
Assn. of Insurance Commissioners, 
spoke at an “open house” for managers 
of Great American Life of Hutchinson 
at the new home office. A formal open- 
ing is to be held soon. 





Equitable Society recently marked its 
93rd year. 








Introduces Non-Can for Life 


All of the accident policies of the 
superior policy department of Combined 
are now non-cancellable and guaran- 
teed renewable for life. The company 

















| Frankfor 


the years. 


The friendly spirit existing between the 
home office and fieldman is reflected 
in the service to policy owner. You, 
too, will find it pays to be friendly with 


PEOPLES LIFE INSURANCE COMPANY 


‘The Friendly Company’’ 


WE ARE PROUD 


Yes we are very proud of our forty- 
five years of outstanding, friendly 
service to fieldman and policy owner. 
Records of black and white tell a story 
of distinctive achievement throughout 


Indiana 








has also instituted a program of auto- 
matically expiring waivers under which 
necessary waivers expire as soon as 
possible. 


COMPANY MEN 


Mutual Benefit Life 
Promotes Ward to 
2nd Vice-President 


Mutual Benefit Life has promoted 
William F. Ward, associate mathemati- 
cian, to 2nd vice-president to assist Dr. 
Walter A. Reiter, vice-president, who 
will become consultant early next year. 
The company has also advanced Charles 
W. Melchinger, comptroller, to mathe- 
matician to succeed James R. Trimble, 
who will retire next year. 

In other changes, James P. Moore, 
Jr., executive assistant, has been ap- 
pointed comptroller, and Paul T. Rotter, 
assistant mathematician, becomes asso- 
ciate mathematician. 

Mr. Ward has been with the com- 
pany since 1933. He was named assist- 
ant mathematician in 1945, and associate 
mathematician in 1947. Mr. Melchinger 
joined the actuarial department in 1931. 
He later became assistant mathemati- 
cian, and in 1947, comptroller. ; 

Mr. Moore went with the company 1n 
1927. He’ was appointed assistant super- 
intendent of agencies in 1946, and direc- 
tor of the methods department in 1950. 
He was named executive assistant last 
year. Mr. Rotter joined the company 
in 1946, and the following year, became 
assistant mathematician. 

Messrs. Ward, Melchinger and Rotter 
are fellows of Society of Actuaries, Mr. 
Ward is also chairman Actuaries Club 
of New York City. Mr. Moore is a 
fellow of L.O.M.A. 


Home State Men Advanced 


W. S. Cox has been promoted to 
agency director of Home State Life to 
succeed C. L. Edmonds, resigned. C. 
E. Moody, manager of the industrial 
department, has also been named as- 
sistant secretary. 


Stevens Assistant Secretary 


R. A. Stevens, who has been man- 
ager of the premium department, has 
been promoted to assistant secretary of 
American Hospital & Life. 




















Security Mutual Names 
Druitt, Johnston at Atlanta 


Security Mutual Life has named 
Charles W. Druitt manager, and Percy 
H. Johnston sales manager for the new 
southeastern office at 1207 Atlanta Fed- 


eral Savings building, Atlanta. Mr. 
Druitt entered the business in 1936 
with Continental Casualty. He is a 


graduate of Ohio State university, and 
a veteran. Mr. Johnston was also with 
Continental Casualty as executive south- 
eastern supervisor. He is a graduate 
of University of Michigan. He is a 
veteran, too. 





Pierce Insurance Co., Los Angeles, 
will move into its new $250,000 home 
office building about Aug. 15. 

Bernard Lamoreux, a successful per- 
sonal producer, has been appointed as- 
sociate manager of the San Antonio 
agency of American Hospital & Life. 


Berkshire Veterans Retire 


John Barker, vice-president and gen- 
eral counsel; Russell O. Skinner, policy 
department manager; Oliver Root, sec- 
retary of securities, and M. Elizabeth 
Moore, all veterans in the service of 
Berkshire Life, have retired. 

Mr. Barker joined the company in 
1923 as general counsel and a director. 
He is a third generation director of 





Berkshire. His son, John, Jr., is vice 
president and general counsel of Ney 
England Mutual. Mr. Skinner is a 4. 
year veteran, all in the policy depart. 
ment. Mr. ‘Root also joined the com. 
pany in 1904 in the mortgage loan de 
partment. Miss Moore has been with 
Berkshire since 1921. Before that she 
yy. with Metropolitan Life at Pitts. 
eld. 





Named Financial Secretary 


William Van Aartsen has been name 
financial secretary of Loyal Protective 
Life. He was with Columbian Nationg 
Life for seven years as assistant treas. 
urer. 


Prudential Names Gillespie 


Prudential has appointed Erv Gj 
lespie training consultant at Los Ap 
geles. He had been staff manager ther 
since 1949. Mr. Gillespie has been with 
the company since 1944. 








Berkshire Appointments 


Berkshire Life has named Stanley T 
Brooks supervisor A. & H. department 
and W. Glenn Deery agency field x. 
sistant. Mr. Brooks was formerly with 
Fireman’s Fund at New York City. He 
entered the business with New Amster. 
dam Casualty. Mr. Deery was formerly 
general agent Loyal Protective Life x 
Buffalo. Before that he was supervisor 
Union Mutual Life. 


RECORDS 


Paid production for Great-West Lite 
for the first half totaled $165 million, 
a company record that. brings insur. 
ance in force to over $2 billion. 














Paid production for Occidental of Cali-| 


fornia for the first six months and for 
June brought insurance in force to $3. 
565,352,871, a company record. Ordinary 
was up 10%, while group jumped 54% 
over the first half of last year. 





Paid and issued business of Amerien 
General Life for the first six months was 
$17,884,000, a 40% increase over 1951, 





Ohio State Life’s paid-for production 
of the first six months was greater than 
that for any similar period in its history 
and 20% ahead of last year. The gain in 
insurance in force, $7,896,026, was the 
greatest for any first-six-month period 
with one exception and 40% above last 
year, bringing the total to $242,777,271. 





_ Pan-American Life showed an increas 
in submitted business for the first six 
months of 1952 of 33%% over the same 
period for 1951. The increase in_paid- 
for business is $60 million or 20% over 
the first six months of 1951. 

Insurance in force for the first sit 
months had a gain of 5% over the same 
period last year and an overall gain of 
10% over the gain for the same period 
last year. 





Paid production for Jefferson Standari 
Life through the first half totaled $74; 
045,662. Insurance in force has been sé 
at $1,084,235,891, a gain of $45 million 
since the first of the year. 








Hugh Bell, Seattle general agent 
Equitable of Iowa, will discuss “Tht 
Crown Jewels” at a breakfast meeting, 
and “The Magic Triangle” at the dit 
ner meeting of Indianapolis manages 
Nov. 20. 





Arthur ‘Fabra, San Antonia managef 
of American National, was host to the 
San Antonio managers at a_barbecut 
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steak dinner at his ranch home. 
MANAGEMENT 
CONSULTANTS 

O'TOOLE ASSOCIATES 

Management Consultants 

To Insurance Companies 

Established 1945 

P. O. Box 101 Queens Village, N. Y. 
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LIFE AGENCY CHANGES 





Dissolve Hays & Bradstreet 
Agency at Los Angeles 


Rolla R. Hays, Jr., and Raymond H. 
Bradstreet, general agents of New Eng- 
land Mutual at Los Angeles for 20 
years, 
July 31. 


will dissolve their partnership 
Mr. Hays will carry on as 


a poets 






R. 


H. Bradstreet 


nd 
R. R. Hays, Jr. 


general agent and Mr. Bradstreet, who 
wishes to devote full time to his spe- 
cialized estate analysis work, will con- 
tinue his affiliation with the agency as 
associate general agent. 

Mr. Hays entered life insurance with 
his father and brother at Santa Ana in 
1927, and became a partner in New 
England Mutual’s Hays, Hudson & 
Bradstreet agency when it was formed 
in 1932. 

A life member of the Million Dollar 
Round Table and of the Leaders Assn. 
of New England Mutual, he is past pres- 
ident of the Los Angeles managers as- 
sociation and the C.L.U. chapter there, 
California Assn. of Life Underwriters, 
the Orange County association, General 
Agents Assn. of New England Mutual, 
and is now chairman of the life insur- 
ance committee of the Los Angeles 
Chamber of Commerce. 

Mr. Bradstreet entered life insurance 
in 1925 in his senior year as a student 
at the University of Redlands. A 
brother-in-law of Mr. Hays, he also be- 
came a general agent of New England 
Mutual with the formation of the Hays, 
Hudson & Bradstreet partnership in 
1932. He has qualified several times for 
the Million Dollar Round Table and is 
a life member of New England Mutual’s 
Leaders Assn. 


Prudential Names Long to 
Head Pennsylvania District 


Appointment of Paul E. Long as 
head of the Prudential district office at 
New Kensington, Pa., was announced 
this week. Mr. Long succeeds Wayne 
E. Philips, new director lof agencies in 
the Allegheny region. 3 

With Prudential since 1934, Mr. Long 
for the past two years has been direct- 
ing district operations at Pottsville, Pa. 
In 1937 he was named staff manager at 
Easton district office. 

Mr. Long is a state committeeman 
and a director of the Schuylkill County 
Life Underwriters Assn. 








life & Casualty Names Riggs 


Life & Casualty has appointed W. A. 
Riggs district manager at Savannah. He 
was formerly superintendent at Durham, 
N. Mr. Riggs has been with the 
company since 1939. He is past secre- 
tary-treasurer Durham Assn. of Life 
Underwriters, and a veteran. 


Prudential Changes Cowell 


| Prudential has transferred Robert L. 
owell, staff manager at Cheyenne, to 
asper. A. T. Van Camp will replace 
him at Cheyenne. Mr. Cowell joined 
the company in 1947 at Denver. He 

e staff manager in 1950. Mr. Van 
og has been with the company since 

50. 


C.S. Brown to ‘Cleveland Post 


Equitable Life of Washington, D. C., 
Promoted Charles S. Brown to man- 








ager of the Cleveland west district. 

Mr. Brown joined the compan 
1950 and has been an agent in Parke 
burg, W. Va. 


in 
rs- 





McLean Made Manager for 
New Phoenix Mutual Agency 


Phoenix Mutual Life has appointed 
John J. McLean manager for the new 
Keystone agency at 
1518 Walnut street, 
Philadelphia. 

Mr. McLean 
joined the com- 
pany at Newark in 
1948. The follow- 
ing two years he 
led all company 
producers in his 


year group. He 
ranked first in 
1950, the same 





year he transferred 
to the supervisor’s 
training school. 
His training tour 
included stops at Milwaukee, New York 
City, and Newark. 


John J. McLean 


Bliss Named General Agent 
at Des Moines 


New England Mutual has appointed 
Rodney Bliss, Jr., 
general agent at 
Des Moines. He 
has been manager 
there since 1948. 

Currently _ presi- 
dent of the Des 
Moines Life Un- 


derwriters Assn., 
Mr. Bliss attended 
Cornell University. 





He first joined the 
company in 1934 
at Omaha. 


Rodney Bliss, Jr. 





Name Taylor at Harrisburg, Ill. 


Charles D. Taylor has been appointed 
general agent for Pan-American Life at 
Harrisburg, Ill. He is a graduate of 
the Purdue Marketing Institute and has 
been with Lincoln National for four 
years. 





A. Howard Prout has been named 
manager at Columbus, O., of Acacia 
Mutual Life. He was formerly manager 


at Wheeling, W. Va., of Western & 
Southern Life. 


Weller Assists Phillips 


Karl C. Weller, former manager of 
Eastern Agency, Inc., Philadelphia, has 
been appointed assistant manager there 
of Occidental Life of California under 
Vernon L. Phillips. He entered insur- 
ance in 1947 as an agent of Phoenix 
Mutual. He is an air force veteran. 





Security Names Cheeseman 


Security Mutual Life has named 
Donald F. Cheeseman general agent at 
Malone, N. Y. He was formerly with 
Metropolitan. Mr. Cheeseman entered 
the business with that company in 
1946. He is past president Franklin-St. 
Lawrence Assn. of Life Underwriters. 





Postal Life has named George B. 
Brown assistant general agent for the 
Civin agency at Buffalo. He had been 
with Metropolitan since 1948. 





Maryland Life has named Joseph S. 
Homan general agent for a new agency 
at Reading, Pa. He was formerly with 
Prudential. 








PROVI 





LIFE PRODUCERS 


Provident Life Producers say balance helps 
spell the difference in successful selling — 
a balance which provides on one hand a 
saleable line of coverages for the prospect 
... and well-rewarding financial compen- 


sation for the producer on the other. 


VIDENT LIFE & ACCI 


DENT 





The financial compensation provides present and future financial security 
—in the form of a liberal scale of first-year commissions, nine renewals, 


service fees, a non- contributory pension plan and a persistency bonus. 


DENT INSURANCE COMPANY — 


CHATTANOOGA 


1857... 65th Year... 1952 
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GENERAL AGENCY NEWS 


paid production of $1,280,000. The event 
concluded Mr. Guibord’s first year as 
general agent for the company. 





Home Life Opens 
I'wo New Agencies 


The opening of new agencies in the 
Nation’s twio largest cities has been an- 
nounced by Home Life. The new agen- 
cies, in New York and Chicago, will 
expand the company’s planned estates 
service in those areas. Home Life agen- 
cies in New York will now total seven 
and, in Chicago, two. 

Louis ‘Loft has been appointed man- 
ager of the New York agency; Ray E. 
Phillips has been named in Chicago. 





R. E. Phillips Louis Loft 


Both men began in the business with 
Home Life, had successful experience 
in the field, and advanced to their pres- 
ent positions after management train- 
ing within the company. 

Mr. Loft entered the business in 1943 
with the New York-Oshin agency. He 
was appointed assistant manager in 1947 
and, since that time, has played an im- 
portant part in developing the Oshin 
organization to its present position as 
the company’s leading agency. 

Mr. Phillips started in business with 
Home Life at Pittsburgh in 1948. He 
entered management work in 1949 as 





assistant manager and was appointed 
an agency field assistant in 1951 in the 
home office. 


Surprise Agency Campaign 
Greets Earls’ Return 


A four-week production campaign, or- 
ganized by Hilary Boone of the Earls 
agency for Mutual Benefit Life, Cin- 
cinnati, netted $2,087,900 in paid busi- 
ness and provided a surprise greeting for 
William T. Earls on his return from the 
M.D.R.T. meeting at Bretton Woods. 

Richard E. Pille, vice-president of 
agencies, presented awards to A. L. 
Ach and Gerry Scott, production lead- 
ers. Jack Soudrette, a newcomer, sub- 
mitted 28 applications totaling $150,664. 


Opens Youngstown Agency 

Security Mutual Life has appointed 
Parsons Associates, Inc., headed by 
Edward N. Parsons to serve as general 
agency for the company in Youngs- 
town, O. 

Mr. Parsons began his insurance ca- 
reer with John Hancock Mutual in 
1933, and completed several insurance 
courses offered by that company. In 
1944 he became associated with Re- 
liance Life where he remained until 
joining Security Mutual. 








The annual fishing outing of the 
Pendleton A. Miller Kansas agency of 
New England Mutual on the White river 
in the Ozarks starts Aug. 22. 


ASSOCIATIONS 


N. Y. Association 
Names Chairman 


Life Underwriters’ Assn. of the City 
of New York has completed the organi- 
zation of its board of directors for the 
administrative year 1952-53, which will 
enter the coming year at its full consti- 
tutional strength of 35 members, the 
majority of whom are soliciting agents. 

At the board’s first meeting Robert I. 











Here’s a Bean in the Rough 


Ferrel M. Bean, general agent John 
Hancock, Chicago, was awarded a golf- 
er’s crying towel and a battered loving 
cup for his high gross efforts compiled 
at the agency’s recent outing at Itasca. 
A dinner for the 26 members of the 
agency and guests concluded the day’s 
festivities. 








Davis Agency Anniversary 
The Davis agency for Phoenix Mu- 
tual Life, New York City, was recog- 
nized for consistent production and 
management qualities at a recent 20th 
anniversary luncheon. D. Gordon 
Hunter, vice-president and agency man- 


ager, presented the testimonial. First : 

half production totals $4,200,960, placing ot i ~~ — P notes 

the agency second among all compan : « Dee : 
— 8 etal chairman. He entered the business in 


agencies. Bs x : 
. 1929 and joined his present agency in 


1945. He is immediate past president of 
the Life Supervisors Assn. of New 
York. 

The Board of Field Underwriters 
elected Carl E. Rugen, Travelers, as 





The Guibord general agency for Con- 
necticut Mutual Life, New York City, 
led all company agencies for June with a 








OUR 40th BIRTHDAY: 


chairman after the resignation of Mrs. 
Lillian L. Joseph. In this capacity Mr. 
Rugen serves as a member of the board 
of directors from that body and as a 
member of the administrative commit- 
tee. He graduated from Dartmouth in 
1933 and joined Travelers that same 
year. He has been a member of the 
Board of Field Underwriters since 1946. 

The Board of Field Underwriters also 
elected Arnt L. Jangaard, Metropolitan 
Life, and Irving H. Levine, Mutual 
Benefit, as members of the board of 
directors. 

The Board of Past Presidents 
elected Benjamin D. Salinger, Mutual 
Benefit, as its chairman for the coming 
year. Mr. Salinger also serves as that 
board’s representative on the board of 
directors and also on the administrative 
committee. Mr. Salinger was president 
of this association in 1948-49, is a past 
president of New York C.L.U., and is 
currently secretary-treasurer of the New 
Ylork State Assn. of Life Underwriters. 

Also elected to the board of directors 
from the Board of Past Presidents were 
Benjamin Alk, Penn Mutual, and Ar- 
thur V. Youngman, Mutual Benefit. Mr. 
Alk was president of this association 
in 1939-40 and Mr. Youngman was 
president in 1937-38. 








49 and Still Growing with 
Multiple Line 


This is the Pilot's birthday month... atime to examine 
one of the reasons the Pilot's family has grownto 14 million 


people: multiple ne. Pilot 





Elect Mrs. Farris President 
of St. Petersburg Association 


New president of St. Petersburg 


tecti 





r 





ment, 


income, rtgage cancellation, w kl mium plans, 
group life, and Accor isan ly Seiille end individual 


ospitalization pians. 


Pilot Life Insurance Company, 
O. F. Stafford, President 


endow- Assn. of Life Underwriters is Mrs. 
i t Azalea C. Farris, Prudential. She is the 
first woman president of a local asso- 
ciation in the state. Other officers are 
R. S. Henry, vice-president, and C. B. 
Hilton, secretary-treasurer. 

Mrs. Farris has been in the business 
since 1943 when she moved her family 
to Florida from New Jersey because of 
the ill health of her husband. Life in- 
surance had saved the family from 
financial disaster during the illness of 
her husband to Mrs. Farris turned to 
it as a means of support. In her first 


plans i 





amily 


Greensboro, N. C. 





year she sold $150,000. Now she is & 
Petersburg’s first lady of insurance, 





Sandusky, 0. — John C. Melchin 
Metropolitan, has been elected preside; 
North-Central association. Thoma, 
Hinde, Farm Bureau Life, is vice-preg. 
dent, and James Kelley, Western 4 
Southern Life, secretary-treasurer. 





Wichita—John V. Coe, Massachusety 
Mutual, has been advanced to president 
succeeding Maurice R. Coulson, Pen 
Mutual. W. M. Quinlan, Jr., Lincoln Ng. 
tional, becomes 1st vice-president; Wi. 
fred A. Harris, Metropolitan, 2nd vice. 
president; Gerard Allen, Northwestern 
Mutual, _secretary-treasurer; Joh 
Kincheloe, Connecticut Mutual, nationg) 
committeeman, and Mr. Coulson, stat, 
committeeman. Mrs. I. A. Frizzell, Lin. 
coln National was renamed executiy 
secretary. 








Martinsville, Va.—New officers are: Ry. 
gene Ensley, president; George James, 
vice-president, and G. W. Payne, sep. 
retary. 








Manufacturers Life Reduces 
Rates on Several Plans 


New rates at illustrative ages for the 
non-participating guaranteed maximum 
protection and term plans of Manufac. 
turers Life, which became effective for 
new business in the United States on 
June 13, are shown below: 











Guar. 1 5 10 16 Year 
Max Year Year Year Year Re, 
Age 7S Term Term Term Term Term 
5 68.59 ars a olen ékwe cose) ae 
10 9.6 “ney ame owns ones oan 
15 11.06 ican ree ‘eee © 006 oo 
20 12.51 5.31 5.31 5.35 5.44 5.97 
25 14.33 5.34 5.41 5.58 5.84 6.09 
26 14.75 5.36 5.46 5.66 5.97 6.14 
27 15.19 5.40 5.52 5.76 6.11 6.21 
28 15.66 5.46 5.60 5.88 6.28 6.30 
29 16.14 5.52 5.69 6.01 6.47 6.40 
30 16.65 5.60 5.80 6.17 6.68 6.53 
31 17.18 5.68 5.92 6.34 6.32 6.66 
32 17.74 5.79 6.06 6.54 7.23 6.82 
33 18.32 5.91 6.23 6.76 7.56 7.01 
34 18.94 6.06 6.41 7.01 7.93 7.21 
35 19.59 6.22 6.62 7.29 8.33 = 7.45 
36 20.31 6.40 6.86 7.61 8.78 1.2 
37 21.08 6.61 7.12 7.99 9.27 8.01 
38 21.87 6.84 7.42 8.42 9.81 8.35 
39 22.71 7.12 7.75 8.88 10.39 87 
40 23.59 7.41 8.12 9.40 11.04 914 
41 24.51 7.74 8.52 9.95 11.74 9.59 
42 25.47 8.10 9.02 10.58 12.52 10.15 
43 26.49 8.52 9.55 11.25 13.36 10.7% 
44 27.55 8.97 10.14 11.99 14.28 114 
45 28.67 9.47 10.78 12.80 15.28 121 
46 29.85 10.09 11.53 13.72 16.41 129 
47 31.10 10.78 12.34 14.73 17.63 138 
48 32.43 11.51 13.23 15.82 18.96 148 
49 33.89 12.34 14.20 17.01 20.41 159 
50 35.48 13.22 15.25 18.31 21.97 171 
51 37.17 14.19 16.40 19.72 ..... 184 
52 38.95 15.24 17.65 21.25 19.8 
53 40.85 16.39 19.01 22.92 21.8 
54 42.87 17.85 20.50 24.93 23.0 
55 45.01 19.42 22.12 27.09 24.8 
56 47.29 21.11 23.88 .... 26.8 
57 49.73 22.93 25.99 29.24 
58 52.33 24.89 28.27 31.80 
59 55.10 26.83 30.74 34.58 
60 58.08 28.32 33.40 35.07 
61 60.97 31.19 36.27 36.48 
62 64.09 33.68 39.18 37.9 
63 67.49 36.36 42.33 39.41 
64 71.17 39.30 45.76 41.06 
65 75.19 42.49 49.47 um 
TO LOGUE | ives. wees! Seven (5:00 eee 
TO-DO. o0.clgu . 0 boise, 20 0a. “oes ast 





Colonial Life has declared a dividend 
of 15c per share on its stock, payable 
Sept. 9, to stockholders of record Aug. 
29. 





Life & Casualty has renewed applica- 
tion to FCC for authority tio erect and 
operate a television station at Nash- 
ville. Meanwhile, the company has put- 
chased a downtown Knoxville building. 





* Make Hay 
in W. VA. 


And you can make money, too, as the 
owner of your own general agency, eell- 
ing America’s finest low-cost hospital, 
surgical-medical, A. & H., and life poli- 
cies, monthly and ordinary. No capital 
required—just plenty of get-up-and-g0 
Write C. Alvin Kahaner, president, Penn- 
sylvania Life, Health & Accident Insur- 
ance Co., Philadelphia 5, Pa. 
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EXPANDING INFLUENCE 





How Life Insurer Handles 
Fire-Casualty Problems 


Life insurance companies have become 
much larger buyers of fire and casualty 
insurance in recent years as their own- 
ership of property, notably housing, has 
increased. With the rise in mortgages, 
the amount of fire insurance they in- 
fluence has vastly expanded. With the 
tremendous surge in the amounts of 
property purchased by companies and 
leased back to the businesses operating 
them, the influence on fire and casualty 
coverages has become much wider in 
scope. is . - 

Also, there is now outstanding in 
directly placed loans, another develop- 
ment of modern times, about $12 billion, 
and here the effect, especially indirect 
as between fire-casualty insurance and 
non- or self-insurance has been greater 
than perhaps even the life companies 
realize. 


Protecting Its Interest 


In connection with insurance on 
properties which it does not own but 
on which it lends money, the life com- 
pany’s primary concern, as Mutual Life 
of New York points out in connection 
with its own handling of its various 
fre and casualty problems, is to see 
that its interest in the property is 
protected by insurance. The insured 
borrower furnishes evidence of insur- 
ance, and if that evidence is satisfac- 
tory, the life insurer is satisfied. 

However, it takes an experienced fire 
and casualty insurance producer, or the 
equivalent, to handle this operation alone 
in such a way as to give reasonable 


| assurance it is being conducted properly. 


Where no coinsurance requirements 
exist, the life insurer as a lender has 
only the concern of seeing that there 
is enough insurance to cover the out- 
standing balance of the mortgage or 
the loan. Where coinsurance is in- 
volved, and it is on most business 
properties and, in a few areas like New 
York, Westchester and Long Island, on 
dwellings, Mutual of New York insists 
that the borrower meet the coinsurance 


requirements of the insurance contract. 


For example, the company may have a 
$30,000 loan on a business property 
but it takes $60,000 of insurance to 
satisfy the coinsurance clause. Then 
Mutual of New York insists that in- 
sured carry $60,000 of coverage. This 
is routine. 


Advice to Borrowers 


Mutual of New York’s primary in- 
terest is to protect its outstanding 
balance, but the company goes beyond 
this. Its representatives are instructed 
to emphasize to borrowers, at the clos- 
ing of a loan, that the insurance which 
It requires has no bearing on the value 
of the property. In addition the com- 
pany periodically writes to remind each 

ower or mortgagor to review his 
coverage. Does the mortgagor’s present 
protection reflect higher building costs? 
Does it protect his own interest beyond 
his obligation to Mutual? 

The letter to mortgagors and bor- 
towers serviced out of the home office 
has been rather effective. The com- 
pany keeps a running record of the 
tesults for only the first three months 
of the mailing program. For March 
to June, 1951, borrowers purchased about 
$3,400,000 of additional coverage as a 
result of the letter. This was on ap- 
proximately $89,133,000 of loans. 

It should be pointed out that in- 
(feases continue to show up for six 
months after the letters go out. This 
seems a long time but is not surpris- 
ig under the circumstances. When 
€ Owner gets the letter, he has to 

e€ a decision; later he contacts his 
btoker; perhaps an appraisal is made. 

There are, of course, some increases 

ig put on by insured continuously. 

ese increases show up in Mutual of 


New York’s records but are not tabu- 
lated. This is on all kinds of properties 
—dwellings, business and industrial. 

The letter to mortgagors on loans 
serviced from the home office is as 
follows: 

To Our Mortgagors: 

A recent analysis of building costs 
indicates that they are at their highest 
point since 1920 and that they may 
continue to rise. 

Because of this increase, we believe 
it very important for you to review 
the amount of fire insurance which you 
are carrying on your buildings to de- 
termine whether or not you have suffi- 
cient coverage to comply with the terms 
of the coinsurance clause contained in 
the policies. If insufficient insurance 
is maintained, you may suffer a loss 
in the event of partial fire damage to 
your property. 

Your insurance representative un- 
doubtedly will be able to obtain an 


appraisal of the insurable value of your 
buildings; and, should you find upon 
such analysis, that additional coverage 
is necessary, we would appreciate it 
if you would have such additional pol- 
icies as you may effect or may have 
in your possession now forwarded to 
us together with a copy of the valua- 
tion upon which the increase in amount 
is based. 

Yours very truly, 

Francis W.. Mustonen 

Real Estate Department 


Letter for Servicing Agents 


The company also gets out a letter 
to its servicing agents, and undoubtedly 
this does some good. Some servicing 
agents use it or act on it to call atten- 
tion to the need for additional insurance 
to borrowers. However, no check is 
made of the effectiveness of this letter. 
That letter reads as follows: 

To Our Servicing Agents: 

The continued increase in building 
costs and current conditions suggest 
the importance of having our mort- 
gagors review the amount of fire and 
extended coverage insurance carried on 
their properties. 

The mortgagors’ insurance representa- 
tive should ‘be able to advise as to the 
insurable value of the building as dis- 


tinguished from a sale or market value. 
If, upon such analysis, additional cov- 
erage is effected by the mortgagor, we 
would appreciate receiving the addi- 
tional insurance policy containing a 
mortgagee clause in our favor. 

_ In those rare cases where the hazard 
insurance is written with a coinsurance 
or average clause, a review of insurance 
at this time is most important as in- 
adequate insurance may result in the 
mortgagor suffering a financial loss in 
the event of partial damage to his 
property. Where no coinsurance or 
average clause is applicable, we are 
satisfied as mortgagee to hold insurance 
at least equal to the unpaid principal of 
the loan or the depreciated replacement 
m0 of the improvement, whichever is 
ess. 

May we also suggest that in all 
cases a property owner should obtain 
and preserve for his record a copy of 
the policy or a memorandum of insur- 
ance covering on the property. 

Very truly yours, 
Francis W. Mustonen 
Real Estate Department 

It should be pointed out that only 
1.2% in number and 14.6% in dollar 
amount of Mutual Life’s mortgages are 
serviced by the home office. Thus the 
bulk of the company’s $610.5 million 





For A Man’s Family 



















LNL agents like to present our Family 
Protection Plan to a family man because it 
offers these advantages: 


Long protection period: May continue 
until age 70. 


The 


Flexible protection period: Can be from 
10 to 50 years. 


Flexible income: A 20-year rider on a 
$10,000 policy can provide from $25 
to $200 per month. 


Basic policy payable at death: As a lump 
sum or as income. 


This: flexible Family Protection Plan is 
another reason for our proud claim that 
LNL is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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outstanding as of June 30, 1952, on 
75,300 separate loans is handled by 


servicing agents. These loans in total 
account for 27.4% of the company’s 
assets. 

The company’s requirement on com- 
mercial properties in the New York 
area is fire insurance. Outside New 
York it may require extended coverage 
in certain territories, for example, hur- 
ricane, tornado or cyclone areas. 

The company keeps an _ expiration 
record of covers on all mortgaged and 
owned properties but on owned prop- 
erties it maintains a card record also, 
on which it identified the property and 
each insurance policy, by number, by 
company, coverage, amount or limit and 
commencement and expiration date. 

The company has financed some large 
housing developments, notably Queens 
View and Hillman Housing, and during 
construction, it called for the com- 
pleted value form of builders risk. It 
also insisted on extended coverage dur- 
ing construction. Queens View contin- 
ued this after the housing was com- 
pleted, but Hillman Housing did not. 


On its own home office, the com- 
pany buys fire, extended coverage, 
bodily injury and property damage 


liability. 
Purchase and Lease Back 


Real estate held for investment by 
the company comprised 61 properties 
valued at $48.2 million as of June 30, 
1952. During 1951 it purchased for in- 
vestment 18 properties valued at $9.3 
million. Most of this real estate is 
owned on a purchase and lease back 
arrangement. This has been a big 
field for the commitment for life in- 
surance money in recent years. The 
operating organization would place its 
insurance through its usual channels, 
but the lease calls for the lessee to 
furnish certain specific insurances. 

The company requires fire and ex- 
tended coverage, liability and_ boiler 
physical damage. This may be fur- 


nished in a variety of ways, since the 
sort of arrangement made is almost 
entirely with larger firms. Some large 
businesses furnish blanket policies with- 
out coinsurance, written on a multiple 
location basis. Some firms provide 
specific insurance, though they may have 
multiple location coverage as well. 

Generally, the company requires com- 
prehensive general liability, including 
bodily injury and property damage lia- 
bility, in limits of $100,000/$500,000. 
Usually it is furnished liability in limits 
of a good deal more than this. 

The Hecht Store shopping center at 
Arlington, Va., near Washington, D. C. 
represents an interesting arrangement. 
It is part mortgage and part purchase 
and lease back. 


No U. & O. or Rent 


The company does not require fire 
legal liability insurance. It has a strong 
hold harmless agreement in such ar- 
rangements. The credit of the firms 
with which it makes such arrangements 
is first grade. The lease provides for 
no abatement in rent, so the company 
does not require business interruption 
or rent coverage. 

The company seldom turns up any 
evidence of underinsurance with the 
firms where it makes purchase or lease 
back arrangements. Underinsurance has 
been discovered in only one or two 
instances. 

Life insurers are permitted to place 
3% of assets in purchase and lease back 
arrangements. For all life companies 
the acquisition of property in 1951 was 
$275 million and holdings at year end 
were $1,633 million. 

In connection with direct placements, 
which is a large field for life insurance 
loans, Mutual of New York does not 
make any direct fire and casualty in- 
surance requirements. However, there 
is a covenant in the agreement with 
the borrower that the latter will main- 
tain adequate protection. From time to 

(CONTINUED ON PAGE 19) 
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Sales Ideas That Work 





Secret of Direct Mail Is 
Consistency, Says M. H. Weis 


NEW YORK—The secret of success- 
ful use of direct mail in prospecting is 
consistency, in the opinion of Max H. 
Weis of the Purser agency of Penn 
Mutual in New York City. Mr. Weis is 
a good authority, for he is both success- 
ful and consistent in his use of direct 
mail, in which he makes use of the 
home office’s direct mail facilities. He 
considers direct mail one of his most 
important prospecting aids. 

Years ago Mr. Weis decided to cir- 
cularize 100 people every week. This 
didn’t mean 100 a week whenever he 
had time to get together that many 
names. It meant consistently, every 
week, without skipping, the circulariza- 
tion of 100 names, selected as carefully 
as was practicable, but whether care- 
fully selected or not, they were cir- 
cularized. 


5,100 Letters in °51 


During 1951 he mailed ‘out 5,100 
letters and received 368 replies. During 
the first four months of 1952 he sent 
1,800 letters and 159 people responded. 

That is a lot of names and Mr. Weis 
has to use a lot of sources. These in- 
clude newspaper items listing people 
being transferred to New York, being 
promoted in business, and other happen- 
ings. All these announcements are 
readily available in daily papers, local 
and neighborhood weeklies, trade jour- 
nals, employe lists, and company house 
organs. 

Mr. Weis buys prepared lists of 
junior executives, parents of new chil- 
dren, announcements of new businesses 
and partnerships, and purchasers of 
new homes. These lists are readily 
available from list houses. 


Tries to Discriminate 


He doesn’t buy them indiscriminately 
but tries to select names to the best of 
his ability, although he admits this is 
rather difficult. Since not too much 
selection is possible, he attempts to 
diversify the names as to location, ac- 
cessibility, occupation, and other facts 
available to him. 

Mr. Weis’s general plan is to oper- 
ate in five major locations in_ the 
Greater New York area, thereby giving 
himself diversification. The main point 
that he keeps in mind is that the indi- 
vidual who is being circularized should 
be accessible either at his office or at 
home. Otherwise the efforts are futile. 
He tries to send mailings to people in 
as many occupations as possible, so as 
to have a reasonable spread. ; 

Replies average about 8%. Mr. Weis 
calls in person on each replier. This is 
a must. Sometimes he has contacted re- 
pliers over the telephone but he found 
through experience that it is much 
easier for the man to say no over the 
phone than in person. 

In most of these first interviews Mr. 
Weis gets the opportunity to discuss 
personal life insurance plans and obtain 
family and financial information. Often 
these door-openers lead to good pros- 
pects and profitable clients. By calling 
on the prospect in person, Mr. Weis has 
the opportunity to talk with him, de- 
velop his ideas, and uncover situations 
that the man is not aware of and which 
many times lead to sales. 

Mr. Weis considers that the direct 
mail method of advertising has proved 
to be extremely worthwhile and the 
cost is trifling compared to the results 
produced. 

For example, a partnership case for 
$50,000 of insurance with substantial 
annual premiums resulted from circular- 


izing names in a _ purchased list g 
new businesses. 

A doctor bought $20,000 on himsef 
and $7,500 on his wife. Two leads whi) 
the doctor gave Mr. Weis resulted jy 
$45,000 with substantial 
miums. This came from noticing 3 
metal name plate of a doctor on Par 
avenue. 

Early Death Payment 

In one case, a partnership insurang 
plan on two men resulted in a death 
payment only a few months after the 
first interview. The proceeds were ex. 
tremely important to the surviving part 
ner, who of course realized the impor. 
tance of life insurance and a short tim 
later purchased $10,000 personal insu. 
ance. Mr. Weis got the name of thi 
prospect from the “new partnership de 
partment” appearing in the Wall Stree 
Journal. 

A few months ago Mr. Weis sold: 
$100,000 policy on the sales manager oj 
a chemical company after a thorough 
analysis of his estate. The name of this 
man was on a list of junior executives 

At the other extreme was a 38-year 
old cab driver whom Mr. Weis induced 
to buy $1,000 after much _ persuasion 
In less than 18 months the company 
paid a death claim on the man. 





National Old Line of Little Rock ha 
been licensed in Oklahoma. C. ¥ 
Bailey of Tulsa is appointed gener 
agent. 


annual pre} 





WANT ADS 


Rates $13 Fa pe per Insertion— | Inch mint 
mum. Limi words per inch. Deadline Tue 
day morning in Chicago office — 175 W. Jack 
son Bivd. Individuals placing ads are requested 
to make payment in advance. 
THE NATIONAL UNDERWRITER 
Life Insurance Edition 








MR. AGENCY DIRECTOR, 


Is your Company interested in limited cov. 
erage on the lives of more than One Hal 
Million Americans and Dependents now 
living in Western Europe? 










A proven Million Dollar Producer with 
European experience as General Agent 
and Personal Producer desires to repre 
sent sound company on sound plans, either 
as General Agent or Personal Producer. 
Address M-64, The National Underwriter 
175 W. Jackson Blvd., Chicago 4, Illinois 








WANTED 
- Assistant Manager - 


4 or 5 years life experience to call on Chicago 
loop life men as well as general insurance met. 
About 35 years old, ee salary, . 
expenses plus personal production. An op 

tunity for advancement, have promoted thre 
men in last two years. You will represent @ 
company with 2 billion in force. Apel i giving 
complete resume, to Box 2, The Nati 

ppceeurser, 175 W. Jackson Bivd., Chicago 4 








OFFICE FOR RENT 


3,000 sq. ft. N. W. section of Detroit, at Grand 
River & Joy Road, 2nd floor. Occupied by 
John Hancock Life 15 years. Available Dec. 
Ist. Write J. E. Sink, 150 Michigan Ave. 
Detroit 26, Michigan. 


— 
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Jennings Buys 
Unity Mutual 


w. C. Jennings, Montgomery, Ala., 
has acquired controling interest of Unity 
Mutual of Los Angeles and has been 
elected president. Ralph W. Smith, Sr., 
former president, has been advanced to 


chairman. 


Unity Mutual L. & A. closed the year 
with $55 milions of life insurance in 
force. The life insurance in force at 
the present time is in excess of $60 
million, total assets over $7 million dol- 
lars. Its total income during 1951, all 


in California, was in excess of $3 
million. j 
Mr. Jennings was for many years 


president of All States Life of Mont- 
gomery which was consolidated with 
United of Chicago last October. Mr. 
Jennings plans to maintain the former 
management, headed by Mr. Smith, in 
active charge of an expansion program 
throughout the Pacific states. 

According to Mr. Jennings, a plan to 
greatly increase the weekly premium 
A. & H. department of the company 
has virtually been completed. 





Pacific Mutual Group Men 
Confer for Five Days 


Asa V. Call, president of Pacific Mu- 
tual Life Insurance Company, was a 
featured speaker at the annual seminar 
of his company’s group department held 
at Ojai, Cal. Forty-eight home office 
representatives assembled for the five- 
day event. They were greeted at the 
opening luncheon by Ralph J. Walker, 
vice-president in charge of the group 
department. Participating in the pro- 
gram were George B. Gose, vice-presi- 
dent and general counsel; Dr. L. H. Lee, 
medical director. Fred S. Sibley, Pacific 


Mutual’s vice-president in charge of 
agencies; Stephen S. Taft, Jr., group 
department secretary, and Rutledge 


Bray, assistant secretary. 

The company crossed the $300,000,000 
mark in group life insurance in force 
as of June 30, 1952. 


Lutheran Brotherhood Gains 


Lutheran Brotherhood reports a gain 
of $21 million in force in the first six 
months of 1952 bringing the total to 
$387,000,000. Assets gained $4 million 
to $67 million. The figures were an- 
nounced at a meeting of the board 











which went over the plans for the con- 
struction of a new home office building 
to cost $1,500,000. 


Edgerly N. H. President 


At a meeting of New Hampshire A. 
& H. Underwriters Assn. at Manches- 
ter, A. D. Edgerly, Continental Casu- 
alty, Laconia, was elected president. 

Philip J. Elias, Mutual Benefit H. & 
A, Manchester, and Archie Taylor of 
Nashua were named vice-president and 
secretary-treasurer respectively. The re- 
tiring president, Quintin D. Smart, 
Aetna Life, Manchester, became chair- 
man of the board. 


G. E. Erickson Advanced 


Gilbert E. Erickson has been named 
asistant secretary of the group claim 
department of Travelers. He has been 
with Travelers since 1928, starting as 
an investigator in the claim department 
at Minneapolis. He went to the home 
office in 1934, had several outside assign- 
Ments following army service and re- 
turned to Hartford in 1948. 











Greer to Philadelphia Life 


Thomas W. Greer, II, former assist- 
ant superintendent of agencies and more 
tcently agency manager at Richmond, 
Va. of Liberty Life, has been appointed 
fecently agency manager at Richmond, 
for Philadelphia Life. For a number of 
years he was associated with his father 
at South Boston, Va. representing At- 


XUM 





lantic Life. He served overseas during 
the war. 


F. V. Cliff Chairman, Carton 
Federal L. & C. President 


Following the purchase of stock con- 
trol of Federal Life & Casualty of De- 
troit by interests identified with Wolver- 
ine of Battle Creek, Mich., Frank V. 
Cliff, who has been president of Federal 
L. & C., was promoted to chairman 





and John H. Carton, head of Wolverine, , 


was elected president. Fred Grainger 
will continue as executive vice-president 
and secretary, John Panchuk as vice- 
president and general counsel, W. W. 
Morse of Portland, Me., as vice-presi- 
dent, G. Harold Crawford as treasurer, 
R. M. Roland, assistant vice-president, 
and E. H. Magnuson, agency director. 

The new directors are Charles B. 
Bohn, Detroit industrialist; Howard J. 
Stoddard, president of Michigan Na- 
tional Bank; George M. Endicott, presi- 
dent of Charles B. Bohn Corp., and 
Messrs. Carton, Cliff, Grainger and 
Panchuk. 


Carl Mitchelltree, president of Colum- 
bus Mutual Life, has been elected a 
director of the Columbus chamber of 
commerce for a three-year term. 


Contract Shows How Deferred Pay Plan 
Is Used to Aid Employer, Key Executives 


Distribution of a specimen employ- 
ment contract providing for deferred 
compensation was one of the features 
of the session on this subject led by 
Charles H. Weiss, New England Mutual, 
New York City, assisted by Harold 
Sloane, Continental Assurance, New 
York City, during the “room-hopping” 
at the Million Dollar Round Table 
meeting at Bretton Woods, N.H. 

The contract was embodied in mimeo- 
graphed sheets prepared by Mr. Weiss, 
the contract being one used by a promi- 
nent company. Mr. Weiss pointed out 
that any contract actually used should 
be tailored for the specific circumstances 
by qualified attorneys. , 

Advantages to the corporation from 
having a deferred compensation plan 
are (1) furnishes an incentive to the 
key executive to stay with the com- 
pany, thus assuring his continued ser- 
vice and avoiding his becoming a com- 
petitor; (2) furnishes the key execu- 
tive with the extra incentive to per- 
form his job to the best of his ability 
and provides recognition therefor: (3) 


gives the company an opportunity to 
consider the individual needs and wishes 
of each executive (under most plans, 
such as a pension, the Treasury depart- 
ment requires that all employes be 
given the same benefit); (4) provides 
the company with replacement funds in 
the event of death or resignation of 
key executives. 


Advantages for Executive 


Advantages to the key executives 
are: (1) gives him peace of mind and 
a sense of security; (2) gives him a 
favorable tax status, since he can defer 
income (on which there is now a high 
surtax) to a period when both gross 
income and surtax rates will probably be 
lower; (3) provides the key executive 
with an income at retirement age which 
has been tailor-made especially for him; 
(4) provides an income for his widow, 
should he die before the deferred com- 
pensation program is completed. 

The company, at the suggestion and 
direction of the board of directors, 
enters into negotiations for a contract 
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Open 


Right now there are splendid territories open with 
National Reserve Life, “in the greatest new wealth pro- 
ducing areas of the United States.” This means opportu- 


nity and profit for high type, progressive agents. Get the 


facts regarding our big expansion program now in full 


swing — and you'll want to join the constantly increasing 


numbers of men who are saying, “I'm going forward with 


National Reserve Life — It’s the company Strong the 





Strongest, and Enduring as Rushmore!” Write today. 


Write W. E. Moore, Agcy. V.P., Agcy. Hq., Topeka 
S. H. Witmer, Chmn. of the Board 


H. O. Chapman, Pres. 








NATIONAL RESERVE 
LIFE INSURANCE COMPANY 


TOPEKA « © * SIOUX FALLS 
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of employment with those key execu- 
tives whom the board feels to be es- 
sential to the operation of the busi- 
ness. Mr. Weiss suggested that the 
contract, if negotiations permit, con- 
tain the following provisions: 


Features of Agreement 


1. Payment of deferred compensation 
of a percentage of the executive’s salary 
(say 25%) for a period of 10 years, 
such payments to commence when th¢ 
executive reaches retirement age—age 
65. 

2. Forfeiture of all rights to the de- 
ferred compensation should the execu- 
tive resign prior to age 65. 

3. Forfeiture of all rights to the de- 
ferred compensation should the key 
executive fail to meet stated conditions 
of employment during the compensation 
period. (He should, for example, be 
required to serve the company in an 
advisory capacity during the period 
when the deferred compensation is paid.) 

4, Payment of the full or half of the 
amount of the deferred compensation to 
the executive’s widow, should he die 
prior to receiving any payments under 
the contract. 

5. Payment of the full amount of 
the remaining deferred compensation 
to the executive’s widow, should he 
die after receiving the first payment 
under the contract. 


CONTRACT TEXT 


This agreement, entered into this (.. 
day of 1952), by and between 
PT ree E ee rere » & corporation 
organized and existing under the laws 
of the State of (here- 
Inafter called the ‘Company’), party of 
the first part, and (a ee 3 executive), 
© SesbesheseesedN eee (hereinafter called 
party of the second 








part, 
Witnesseth: 

Whereas, the executive has been em- 
ployed by the company since .......... 
and has held the office of (President of 
the Corporation) since .............. ; 
which office involves both executive, 


managerial and operational responsibili- 
ties, and; 

Whereas, the executive has performed 
such duties in a capable and efficient 
manner, resulting in substantial profits 
to the company, and; 

Whereas, the labor market and world 
conditions are of such an _ uncertain 
nature as to make future forecasts im- 
possible, and; 

Whereas, the experience of the execu- 


tive makes him invaluable and irreplace- 
able to the company, and; 

Whereas, the company desires to re- 
tain the services of the executive, and 
realizes that if he were to enter into 
competition with the company, it would 
suffer financial loss, and; 

Whereas, the executive is willing to 
remain in the employ of the company if 
the company will agree to pay to the 
executive or his wife (Mrs. Key Execu- 
tive), or both, certain annual amounts, 
all in accordance with provisions and 
conditions set forth hereinafter; 


Details of Agreement 
Now therefore, in consideration of the 


promises and of the covenants and agree- , 


ments herein set forth, and for other 
good and valuable consideration, receipt 
of which is hereby acknowledged, the 
parties hereto covenant and agree as 
follows: 

1. The company agrees that the ex- 
ecutive may retire from the active and 
daily service of the company upon the 
first day of the month nearest his 65th 
birthday. 

2. The company agrees that commenc- 
ing with the date of such retirement 
it will pay to the executive the sum of 

ake 4eesoe 20s «bn $ per annum 
payable in equal monthly installments of 

Sek ee beeen sass each, pay- 
able on the first business day of each 
calendar month. The company agrees 
that it will continue to make such pay- 
ments to the executive (with no liability 
to make payments to his legal repre- 
sentative) for ten (10) years, until the 
executive shall have received one hun- 
dred twenty (120) monthly payments of 
errr each; sub- 
ject, however, to the conditions and lim- 
itations hereinafter set forth. 

3. The company agrees that if the 
executive shall so retire but shall die 
before receiving the said one hundred 
twenty (120) monthly payments, it will 
continue to make such monthly pay- 
ments to (Mrs. Key Executive), the said 
wife of the executive until the total pay- 
ments made to the executive and his said 
wife shall equal (............ St ee c 
provided, that if (Mrs. Key Executive) 
shall survive the executive but shall 
herself die before the said amount shall 
be paid by the company, the company 
shall have no liability to continue any 
payments hereunder beyond the first 
day of the month in which (Mrs. Key 
Executive) shall die. 

If Not Survived by Wife 

4. If the executive shall so retire and 
if his said wife shall not survive him, 
the company shall not be required to 
continue any payments hereunder _ be- 
yond the first day of the month in which 
the executive shall die. 

5. If the executive shall die before 
the aforesaid retirement date, and i 
his said wife shall survive him, the 
company agrees to make payments in 
an amount to equal the said monthly 
payments hereinbefore described to the 
said (Mrs. Key Executive) commencing 
with the first day of the month follow- 
ing the month in which the executive 
shall die and ending when one hundred 
and twenty (120) said monthly payments 





GENERAL 
OPENING 
in 


A well-established general 
business in force) of an old 


of new agents. 





dollar company now is open in Nebraska. Agency offices are 
in Omaha, and territory covers most of the state. 


A real opportunity for a capable field underwriter who 
has both aptitude and desire to enter management end of 
the life insurance business, or for a successful agency head 
who desires a broader field of operations. 


Attractive training and financial arrangements for the man 
selected. Every modern sales and training aid, together with 
salary plans, will be provided for the recruiting and training 


Inquiries will be treated as strictly confidential. In reply 
please give complete qualifications. 


Write: Box M-47, The National Underwriter 
175 W. Jackson Blvd., Chicago 4, Ill. 


AGENCY 


Nebraska 


agency (nearly $25,000,000 
and highly reputable billion 








shall be made to the said (Mrs. Key Ex- 
ecutive) or until and including the first 
day of the month in which she shall die, 
whichever event shall first occur. 

6. If the executive shall die before 
the said retirement date, and if the said 

(Mrs. Key Executive) shall not survive 
him, the company shall not be required 
to make any payments hereunder. 

7. The executive agrees that after his 
retirement and as long as he continues 
to receive meaty payments hereunder 
he will attend all regular meetings of 
the officers of the company and will meet 
with the officers of the company more 
often if requested to do so by the com- 
pany. The executive agrees to consult 
with the company in an advisory capac- 
ity at any and all times if and when re- 
quested to do so by the company. The 
executive agrees that during such period 
he will offer any further services to the 
company that the company may reason- 
ably request, 


Must Not Be Competitor 


8. The executive agrees that during 
such period of receipt of monthly pay- 
ments from the company he will not 
directly or indirectly enter into or in 
any manner take part in any business, 
profession or other endeavor either as 
an employe, agent, independent contrac- 
tor, owner or otherwise in the (city of 
Pee ee PES Be ) which in the opinion 
of the directors of the company shall 
be in competition with the business of 
the company, which opinion of the direc- 
tors shall be final and conclusive for the 
purpose hereof. 

. The executive agrees that if he 
shall fail to observe any of the cove- 
nants of article 7 hereof and shall con- 
tinue to breach any covenant therein 
contained for a period of thirty (30) 
days after the company shall have re- 
quested him to perform the same, or if 
he shall have entered any business de- 
scribed in article 8 hereof and shall con- 
tinue therein either directly or indi- 
rectly as aforesaid for a period of fifteen 
(15) days after the company shall have 
notified him in writing at his home ad- 
dress that the directors of the company 
have decided that such business is in 
competition with the company; then, any 
of the provisions hereof to the contrary 
notwithstanding; the executive agrees 
that no further payments shall be due 
or payable by the company hereunder 
either to the executive or to his said 
wife, and that the company shall have 
no further liability hereunder. 

It is agreed that neither the exec- 
utive nor his said wife shall have any 
right to commute, sell, assign, transfer, 
or otherwise convey the right to re- 
ceive any payments hereunder, which 
payments and the right thereto are ex- 
pressly declared to be non-assignable 
and non-transferrable, and in the event 
of any attempted assignment or transfer, 
the company shall have no further lia- 
bility hereunder. 

Can’t Lose Through Merger 

11. The company agrees that it will 
not merge or consolidate with any other 
corporation unless and until such cor- 
poration shall expressly assume the 
duties of the company herein set forth. 

12. This agrement shall be binding 
upon the parties hereto, their heirs, ex- 
ecutors, administrators or successors. 

1 his agreement shall be executed 
in duplicate, each copy of which when 
so executed and delivered shall be an 
original, but both copies shall, together, 
constitute one and the same instrument. 

In witness whereof, the said 
has caused this agreement to be signed 
in its corporate name by its president, 
and impressed with its corporate seal, 
attested by its secretary, all as duly 
authorized by its directors, and the said 
executive has hereunto set his name and 
seal, all as of the same day and year 
first above written. 


ee ey 


Attest: 

ita OO 
Signed, sealed and de- 
livered by 
in the presence of: 


The Executive 
Signed, sealed and de- 
livered by (The Exec- 
— in the presence 
of: 





ROLE OF INSURANCE 


Once the employment contracts have 
been consummated, the company may 
fund its obligations under these contracts 
through life insurance, as a completely 
separate and distinct transaction. This 
may be done by the purchase of key- 
man insurance in the form of a paid 
up at age 65 contract in an amount 
equal to from five to 10 times the an- 
nual salary of the executive and making 
the corporation the owner and _ benefi- 
ciary of each policy. 

By using key-man life insurance for 
funding its obligations, the company 
has the following advantages: 

1. (a) The deferred compensation 





can be paid to the retired executiy 
from current earnings or from surplus 
Such payments are a deductible expense 
and if the corporation is in the 524% 
bracket each annual payment will 
therefore, cost the corporation only 48% 
of that amount. (b) Continue the policy 
in force as paid-up insurance for the 
face amount. The paid-up dividends anj 
the annual increase in cash value will h 
non-taxable to the company. Thus the 
ultimate collection of the proceeds 9 
the policy will more than reimburse the 
corporation’s total net outlay for his re. 
tirement income. 

2. Guarantees its obligation to the 
executive’s widow. (a) If the executive 
should die before retirement, the jn. 
surance policy would be paid to the 
corporation, increasing its surplus 9 
that the payments to the widow can be 
made from surplus. (b) If the executive 
should die after retirement, the com. 
pany would continue to make its pay. 
ments to the widow for the full 12 
months, 

3. Provides funds for replacing the 
executive should he die before retire. 
ment or resign. In the case of death 
before retirement, most of the proceeds 
remain in the corporation’s surplus a; 
replacement or key-man insurance. 

4. Provides a favorable tax picture, 
(a) The money received from the in. 
surance company is tax free to the cor- 
poration. (b) The monthly compensation 
to the key executive or his widow is 
deductible by the corporation as a busi- 
ness expense. 


Set Record for Huehl 


Honoring Walter E. Huehl, president 
of Indianapolis Life, its agents recorded 
the largest volume of new business for 
President’s Month in its history, witha 
gain of 14.3% in new business the first 
six months. Sales for that period were 
the highest of any six months on record, 

Insurance in force now exceeds $268 
million, assets are $75 million, and sur- 
plus funds exceed $5,500,000. 


Guertin Sees Era of Change 


Alfred N. Guertin, actuary of Amer- 
ican Life Convention, declared at the 
third annual life agency management 
conference at Ohio State University that 
this is an era of evolution in national 
business conditions and that life insur- 
ance may well have to accommodate 
itself with new patterns of coverage. 
He said there is no evidence that there 
is anything in the situation that should 
cause wide disruption in the business, 
however. He indicated that because of 
the beauty of its design, a number of 








other institutions are imitating life 
insurance. 
Other speakers were Homer C. 


Chaney, second vice-president and di 
rector of agencies New England Mu- 
tual; Henry W. Persons, Chicago man- 
ager Mutual Life, and Joseph Weitz, 
research associate L.I.A.M.A. 


Pacific Mutual Life is underwriting 
group insurance for general teamsters 
(A.F. of L.), Cincinnati. 





* Cash In 
in MICHIGAN 


Build your own business —a_ profitable, 
state-wide general agency, selling Amer- 
ica’s finest low-cost hospital, surgical- 
medical, A. & II., and life policies, 
monthly and ordinary. No capital re- 
quired, Write today for details to 
C. Alvin Kahaner, president, Pennsyl- 
vania Life, Health & Accident Insurance 
Co., Philadelphia 5, Pa. 








THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1893 
4 Legal Reserve Fraternal Benefit Society 


Agnes E. Koob Dorothy H. Needhss 
®Bupreme President Gupreme Secretary 
Port Huron, Michigan 
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ADVERTISING MAN’S CHALLENGE 


(CONTINUED FROM PAGE 2) 





Ee ee 
‘ving sales plan that includes a com- 
coe les kit for Equitable agents that 
is tied to the program. Equitable traces 
roximately 14% of sales directly to 
cH program and the follow-up plan. 
’ Accident and health insurance has 
long been recognized as a door-opener 
ior life insurance sales, and a number 
if life companies are entering this field, 
eluding Prudential and New York 
Life Adaptabilty of accident and 
health insurance to aggressive Sommer 
tion is currently being demonstrated by 
Union Mutual Life. é ee 
The Union Mutual Life ad is aime 
at a specific type of prospect—the ke 
fessional man. Union Mutual agents rac 
reprints of the ad in approaching ape s 
to gain prestige through company a _ 
tion, to provide a logical reason for call- 
ing on doctors and to sound a dramatic 
opening note for their sales story. 


Union Mutual Plan 


Infortunately few advertising lite in- 
eee companies do such a sound and 
thorough job of turning advertising = 
sales ammunition for field use. While 
the protection offered in this case 1s : 
non-cancellable accident policy, _eac 
agent closing a sale to a doctor is on 
the road to a future life insurance sale. 
\ Portland advertising agency 1s work- 
ing with Union Mutual on this cam- 


re Pittsfield (Mass.) ad agency was re- 
cently written up for its patient —_ 
vation of Berkshire Life and the launch- 
ing of a local newspaper ad campaign to 
pre-condition the — to the need for 
ife insurance protection. 

"When Prudential tested local adver- 
ising, using a human interest ee 
in Phoenix, Ariz., in 1950, it jJumpe 
Prudential’s share of new life insurance 
gles in the area from 3.7% to 16.1% 
in less than one year. The program 
has been extended to other areas in- 


cluding Albuquerque, Cheyenne, Sac- 
ramento and Seattle. : ' 
Prudential’s recent promotion in 


Canada, built around its Rock of Gibral- 
tar, is an interesting example of how to 
enhance company name and recognition 
through public relations techniques. 
When the company dedicated its new 
Canadian headquarters in Nova Scotia 
Bank Building, it distributed mounted 
fragments from a 200-ton piece of Rock 
which is permanently exhibited in the 
building’s main lobby. Tied in with this 
news-making promotion is a new Pru- 
dential motion picture on Gibraltar that 
it distributes free-of-charge to schools, 
civic organizations and business houses. 





DER TAG 


Inevitably, the day of aggressive life 
insurance advertising and merchandising 
at local and regional levels is coming. 
How soon it comes depends on how well 
advertising agencies state their case to 
prospective insurance clients. : 

Most national life insurance advertis- 
ets were well known through their large 
numbers of agents and their influence in 
hundreds of communities before they 
started advertising—for example, Metro- 
politan, Equitable, New York Life, Pru- 
dential, John Hancock. Others, with 
fewer agents have used advertising to 
become well known and respected—for 
example, Northwestern Mutual, New 
England Mutual, National Life of Ver- 
mont, Lincoln National. 

But, there are more than 500 other 
life insurance companies that still don’t 
tealize the value of aggressive advertis- 
ing, either national or local. 

The need for more energetic adver- 
lising is recognized by the Institute of 
life Insurance which uses large space 

Sin newspapers and farm magazines 
© put across its public relations mes- 
sage. Holgar Johnson, institute presi- 

t, recently said: ‘ 

“Our primary responsibility is public 
tations. It is up to the individual com- 





‘ 


panies to sell the product. Our job is to. 
inform the public, through discussion of 
public issues that insurance people are 
good folks and to make them understand 
the issues that give the life insurance 
business its stature.” 


“Traditional Insurance Methods” 


In the effort to make advertising, cli- 
ents of life insurance companies, the 
agencies should consider certain con- 
flicts existing between traditional in- 
surance methods of building sales and 
the promotional methods practiced by 
companies merchandising tangible prod- 
ucts. Successful advertising agency 
work with life insurance companies will 
g@epend largely on demonstrating that 
these differences are now greatly re- 
duced by today’s competitive pace, and 
that the insurance business cannot help 
but gain by adopting the universally 
sound methods of merchandising prac- 
ticed in almost all other businesses. 

Cracking a new market with an in- 
troductory advertising campaign is vir- 
tually unheard of in the insurance field. 
The time-tested method of opening a 
new insurance sales territory is to start 
small, man the agency ona pay-as-you- 
go personal production basis and gain 
growth slowly and laboriously through 
personal contacts and the establishment 
of centers of influence. This is all right 
as far as it goes, but regional adver- 
tising could greatly accelerate the pro- 
cess and should not be ignored. 

There was a time when consumer 
goods were introduced in this slow 
fashion. Advertising commenced only 
after distribution was completed. Today 
a manufacturer entering a competitive 
market with a new product automat- 
ically figures in cost of national, regional 
or local advertising, depending upon his 
marketing area. The advertising pays 
off, as any number of cases show, and 
there is no reason why the same pro- 
motion cannot be applied profitably by 
life insurance companies of medium size 
to promote sales, whether of life in- 
surance in general, or of a specific type 
with specific professions, or the general 
public. Most life insurance companies 
operate on the principle that the agent 
is king, that he represents the company 
to those he contacts. Such thinking is 
certainly sound, and there should be no 
compromises in agent personality, train- 
ing, ability and determination. On the 
other hand, no life insurance company 
should so over-estimate the personal 
element as to leave its agents stranded 
without company financed advertising 
and promotion directed to the proper 
audience. 


Hardware Makers “Delusion” 


A few years ago, hardware manufac- 
turers labored under this delusion, but the 
shortage of sales-trained personnel dur- 
ing the war years forced a change. Sales- 
men who knew the accounts became 
scarce. Today these hardware manu- 
facturers use aggressive advertising on 
a larger scale than ever before to pro- 
mote their products, and they provide 
their men with elaborate sales ammu- 
nition so that they can sell largely on 
the merit of the product and brand 
recognition. 

Analysis of current advertising by 
life insurance companies revealed that, 
with only a few exceptions, it is done 
for one of these reasons: (1) To keep 
the company name before the public, 
(2) to build the agent’s prestige, or (3) 
to aid in recruiting agents. 

While these aims are commendable, 
they do not produce the kind of hard- 
hitting advertising that actually un- 
covers and stimulates a demand, or that 
makes it noticeably easier for the agent 
to meet prospects on a common ground. 
Even though life insurance is an intang- 
ible, more people will buy it if insur- 
ance advertising appeals to the basic 
psychological drive that leads them to 
buy tangible goods—desire for security, 
comfort, mental welfare, social recogni- 


tion, ete. ° 

In the final analysis, the purpose of 
all advertising directed toward these de- 
sires must be to sell more of the prod- 
uct at lower sales and distribution costs, 
if it is to reap the maximum return for 
the advertiser. 

Advertising agencies that can sell this 
promotional creed to non-advertising 
life insurance companies and carry it 
forcefully into action can bring about 
a mutually profitable expansion of sales 
and benefits in an industry whose poten- 
tial is unlimited. 


How Life Insurer Handles 
Fire and Casualty Problems 


(CONTINUED FROM PAGE 16) 


time, the company may ask for a sum- 
mary of the coverages. Naturally,: the 
credit ratings of such borrowers are 
ultra blue chip. The insurance is varied 





in kind. Some borrowers have many 
locations and insure the contents 
blanket. 


Influence of Direct Placements 


Undoubtedly there has been some in- 
direct influence exerted by the size of 
directly placed loans that have been 
made in this way, though the influence 


is hard to measure. This is especially 
true among the very large concerns 
which have followed the course of self 
insurance of one kind or another be- 
cause of their size. Such firms, as long 
as they are securing additional money 
for expansion and other purposes in 
the equity market, need feel no more 
than the usual responsibility for the 
money they get. The common stock- 
holder in a real sense joins the manage- 
ment in the venture, for better or for 
worse. 


May Alter Attitude 


But when a large firm borrows an 
extremely large amount of money from 
life insurers, which is debt financing, 
the attitude of directors may alter with 
respect to fire and casualty protections. 

It is said, for example, that one large 
concern, with several billions of dollars 
of assets, always pretty much self 
insured, seriously is studying whether 
or not to insure its properties. The 
study was undertaken after it had. bor- 
rowed a large sum of money from life 
insurers and then suffered two losses 
that ran into millions of dollars. 
Whether this situation will be persuasive 
cannot be said, but on looking over this 
experience, directors asked why the 
firm did not purchase insurance to cover 
the losses. 








conservation easier. 















. on Nalac’s list of hard- 
hitting promotional tools is 
The North American Way. 


Published quarterly, this 
friendly messenger now ac- 
companies every premium 
notice to bring a folksy 7-minute message to policy- 
owners at premium-paying time. 


Enthusiastic underwriters say it’s the greatest little 
tool we’ve yet thought of to make the job of 





NORTH AMERICAN 


Life and Casualty Company 


Founded 1896 
HOME OFFICE: MINNEAPOLIS, MINNESOTA 
H. P. SKOGLUND, President 


J. E. SCHOLEFIELD, Vice-President 
Director of Agencies 
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20 
Interstate Securities Company has 
arranged to place with Mutual Life 


$3,000,000 of 4.55% subordinated notes, 
due in 1962. The proceeds will be used 
to refund subordinated notes and pre- 
pay senior notes now held by Mutual 


and for additional working capital. 
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L.L.A.M.A. Report Points Out Dangers 
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letter the factors that should be causing 
an increase, rather than a decrease, in 
number of sales. He also lists influ- 
ences both inside and outside the busi- 
ness that appear to be back of the 
trend to fewer sales. 

Reasons given for expecting an in- 
crease rather than a decrease in number 
of cases are these: 

1. Increase in population of about 2% 
million a year. 

2. Continuing high marriage rate — 
about 1% million a year — and a de- 
crease in the divorce rate. 

3. Continued high birth rate — more 
than 3 million a year — and a lowered 
death rate. 

4. Increase in number of families. 

5. More people gainfully employed. 

6. Bigger urban and suburban popu- 
lations, smaller farm population. Com- 
panies insure 86% of the “spending 
units” in cities of a million or more and 
only 66% of the spending units in open 
country. 


True Productivity Up 


7. Increase in true productivity, about 
21%4% a year, resulting in a higher stand- 
ard of living. 

8. Increase in national income, in 
terms of total dollars and of 1940 dollars. 

9. Increase in discretionary spending 
power, in terms of total dollars and 
1940 dollars. 

10. Tremendous increase in number of 
spending units earning $4,000 and more 
a year after federal income tax. This 
group is the prime market for ordinary. 

11. Increase in living costs, requiring 
more insurance dollars to cover even 
basic insurance needs. 

12. Change in relationship between 
national income per family and life in- 
surance ownership per family. National 
income per family in 1940 was $2,300 
and life insurance owned was $3,300. By 
1950 national income per family had 
risen to $5,400 while life insurance 
owned was $5,100. 


Possible Influences at Work 


As possible influences within the busi- 
ness for the drop in number of sales 
and the increase in average size policy 
Mr. Zimmerman lists these: 

1. The life insurance business has 
been industriously improving the quality 
of inductees, who have a better eco- 
nomic and higher educational back- 
ground and who find their natural 
market among the better-heeled and bet- 
ter educated prospects. These agents 
shy away from the lower economic mar- 
ket that, by numbers, is life insurance’s 
greatest market. 

2. Training, with emphasis on pro- 
gramming and later on the various types 
of advanced underwriting, fits agents to 
serve the class market rather than the 
mass market. Each case takes more 
time to complete. Hence the agent has 
less time to open new cases. 

3. The entire marketing philosophy 
of life insurance, based on economic 
necessity arising out of rising costs, 1s 
beamed at continually upgrading the 
agent’s prospecting and selling. It is 
uneconomical for the company, the 
manager, and the agent to place on the 
books any large number of small, aver- 
age-size policies with low average pre- 
miums and high collection frequency. 
Cultivation of the lower income mass 
market generally results in this type of 
business which is uneconomical under 
present high overhead, under present 
cost limitations, and under the tradi- 
tional marketing methods of the busi- 
ness. 

4. Policyholder service requirements 
are increasing not only because of the 
more general use of programming tech- 
niques involving settlement options but 
because of more rapidly changing eco- 
nomic, social, and legislative conditions 
and the greater influence of these 
changes on the individual and his per- 
sonal and business affairs. This allows 


the agent less time for cultivating new 
business. 

5. The agency force has not expanded 
in numbers as rapidly as the population 
and the potential market. Recruiting in 
1950 and 1951 has been off. Probably 
the number of full-time agents is smaller 
than five years ago. Since the average 
number of cases per year per agent has 
also declined, the resulting decrease in 
new cases paid for is inevitable. 

6. Not enough stress is placed on 
frequency of sales in training and financ- 
ing new agents and supervising experi- 
enced agents. In the 1930s, through 
necessity, activity standards were far 
more drastic. Forty calls and 14 inter- 


views a week were generally considered, 


preliminary to one completed case a 
week. Today the formula is nearer 10 
calls and five interviews for each com- 
pleted sale. Night work and a six-day 
week were essential for most men in the 
early 1930s. “Today’s manager, recruit- 
ing men in a tight market, cannot paint 
such a Spartan picture of work and 
hesitates to enforce such a program. 
Our sales activity has decreased more 
rapidly than our sales potential has in- 
creased.” 


Mass Coverages Increase 


7. The tremendous growth of mass 
coverages and private pension plans has 
narrowed the ordinary market. Group 
life insurance, including group creditor 
insurance, has grown spectacularly in 
comparison with other forms of life in- 
surance. More significant is the mush- 
rooming growth of private pension 
plans, with or without life company par- 
ticipation. ‘Installation of a contribu- 
tory pension plan involving life insur- 
ance coverage has a double-barreled ef- 
fect on the prospective buyer of ordinary 
insurance: It reduces both his need for 
additional life insurance and his ability 
to purchase it.” 

8. “Finally, there has been the equally 
astronomic growth of premium expendi- 
tures for other forms of personal insur- 
ance coverage in the A. & H., disability, 
and medical expense fields. Over $2 
billion annually is being paid for such 
coverage to insurance companies and 
to other hospital and medical services, 
such as Blue Cross. There are some 
who maintain that the entry of life in- 
surance companies into these fields has 
resulted in the agent devoting some of 
the time previously given to life insur- 
ance selling to the sale of these other 
coverages.” 

Lists Outside Influences 


Mr. Zimmerman goes on to list the 
following influences as having had a 
possible bearing on the decrease in 
number of cases: 

1 The traditional middle income 
white collar class, for many years the 
backbone of the ordinary market, has 
lost ground in comparison with other 
groups. Salaries have lagged behind 
wages. Taxes have hit this group par- 
ticularly hard. These people have had 
to struggle to maintain their customary 
standard of living. 

2. Life insurance has perhaps failed 
to recognize adequately the growth of 
the blue-collar and farmer markets, 
which have benefited in the last two 
decades to a greater degree than most 
other groups. 

3. Social insurance under govern- 
ment auspices has cut heavily into the 
ordinary market. These coverages in- 
clude social security, unemployment and 
workmen’s compensation, state compul- 
sory disability, civil service and railroad 
retirement funds, National Service life 
insurance, veterans’ compensation and 
pension plans. These lessen take-home 
pay, weaken the sense of individual re- 
sponsibility, and decrease the need for 
personal insurance. 

“It has been maintained, for example, 
that social security made our citizens 
more conscious of their retirement 
needs, thereby stimulating their desire 
to supplement social security benefits 


with personal insurance,’ Mr. Zimmer. 
man observes. “It can just as logically 
be argued that the man who Owns ; 
low-priced car may aspire to own q 
better car or even a second car. Thx 
fact is, however, that his low-priced ca 
fulfills his basic need for transportation 
He can get along without a delux 
model or a second car, even though he 
would like to own one.” 

4. There is greater competition fo; 
the consumer dollar than ever before 
Citizens were denied many comfort and 
luxury items during the war. Since these 
became available in 1946, people  haye 
been trying to satisfy their appetites fo 
these. In addition, new products, sych 
as television, have come on the market 
to further compete for the public’s pyr. 
chasing power. “And the distributors 
of tangibles are waging an aggressive 
hard-hitting merchandising campaign,” 


Other Investment Media 


5. Other forms of saving and invest. 
ment are offering greater competition 
for life insurance. Investment trusts, 
stock brokerage houses, and the like 
which once concentrated exclusively on 
the high income market, are now break. 
ing into the middle and even low in- 
come groups. “Could we draw a moral 
from the fact that as we seem to be 
upgrading and narrowing the ordinary 
market, our competition in the invest. 
ment field is striving to downgrade and 
broaden its market?” Mr. Zimmerman 
asks. 

6. “Are we really offering the public 
the type of coverage, convenience of 
payment, and service it desires?” Mr. 
Zimmerman also inquires. “Admittedly, 
product research in life insurance is 
a most difficult undertaking. From the 
standpoint of convenience of payment, 
however, we seem to be going against 
the trend. We are striving for annual 
payments at a time when monthly pay- 
ments are coming more and more into 
use. Installment buying and ‘easy 
monthly payments’ have accelerated this 
trend. 

“Furthermore, the trend toward allot- 
ments from payroll continues. In addi- 
tion to the government social benefit 
programs mentioned previously, there is 
income tax withholding and defense 
bond purchases. But only in the field 
of mass coverages and pensions does life 
insurance significantly tap premiums at 
the payroll source. Salary savings has 
not taken hold, for several obvious rea- 
sons. The employer must nominate one 
insurance company only, which he is 
reluctant to do. The employe loses the 
convenience of salary allotment life in- 
surance payment if he changes em- 
ployers. This decreases the mobility of 
labor—something which organized labor 
opposes. There is little or no savings 
to the insured over monthly premium 
plans. The success of the bank draft 
plan in certain geographic locations and 
the entry of more and more banks into 
the field of financing life insurance pre- 
miums are further indications of the 
need for life insurance companies to 
study this entire field.” 


Many L. A. Civic Workers 


Around 1,000 life salesmen in the 
Los Angeles area have been active in 
community affairs the past year, accord 
ing to a survey just completed by the 
life insurance committee of the Los 
Angeles Chamber of Commere, of which 
George B. Gose, general counsel of Pa- 
cific Mutual, is chairman. Mr. Gose be- 
lieves this is the first survey of its 
kind made anywhere in the country. 

These community activities run the 
gamut from serving as mayor to church 
and educational services. The survey 
showed a total of 88,613 hours given to 
such work, or an average of more than 
11 working days each. ; 

Youth work is the most popular line, 
with 860 engaged in Y.M.C.A., Boy 
Scout and similar activities. More 
those surveyed were involved in Red 
Cross activities. 


InsurOmedic Life held its. annual 
employe picnic this year at White Rock 
Lake, Dallas. 
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American United is 75 years old in 1952. We're not the 
oldest and we’re not the youngest. We’re not the biggest, 
nor are we the smallest. We don’t have the most insurance 
in force, and we don’t havé the least. We’re in the middle. 
And we like it. And here’s why: 

Being among the top 10% of insurance companies 
gives us the important advantages of bigness. We have 
safety, security, and we can afford top-flight talent in the 
home office. Yet we’re small enough to retain the personal 
touch in our dealings with field men and policyholders. 
We’re old enough to have experience and young enough 
to be enthusiastic. 

American United is big enough to be big and small 
enough to be small. . . we have ambitions to grow, 
but only if the growth is slow and sound. This attitude 
reflects itself all the way through our organization... 
we’re relaxed . . . and we find it gets us more business— 
without giving us ulcers. Is it any wonder we're satisfied 
with our size? 











AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 
INDIANAPOLIS, INDIANA 
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CONGRATULATIONS TO OUR QUALITY AWARD WINNERS 


Twenty-four Atlantic Life representatives have earned positions of honor among the 
1952 winners of the National Quality Award. The Company is ro to recognize 
these men for their outstanding accomplishments in the field life underwriting. 


Guy O. Bagwell James G. Hunter L. S. Nottingham 
Charlotte, N. C. Harrisonburg, Va. Lynchburg, Va. 
Clayton Demarest, Jr. Herbert P. Jones Frank L. Oliver 
Baltimore, Md. Pittsburgh, Pa. Aberdeen, Md. 
Joseph L. Dennison . Z 
H Albert D. King, Jr. Harry M. Piper 
Richmond, Va. Bristol, Tenn. . Bristol, Tenn. 
Horace G. Dent 
Charleston, S. C. George T. King, Jr. Horace F. Sharp 
Richmond, Va. Richmond, Va. 
Robert P. Englander 
Charlottesville, Va. Robert H. Lovvorn Frank Van Keuren 
R. N. Flickinger Columbia, S. C. Columbia, S. C. 
Norfolk, Va. Frank T. Manly James E. Williams 
R. A. Gallagher Cleveland, Tenn. Disputanta, Va. 
Alexandria, Va. 5 
W. Neal McCord W. C. Woodard, Sr. 
Sete ve i Washington, D. C. Rocky Mount, N. C. 
Kermit M. Hale Cary S. Zehmer 
Richmond, Va. Petersburg, Va. 


ATLANTIC LIFE 
INSURANCE COMPANY 


Established 1900 Richmond, Virginia 









































Better take a look at 


THE MANHATTAN LIFES 
YEARLY RENEWABLE 
TERM TO AGE 69 


ee. 


VY Check these features: 


1. Guaranteed Renewable and Convertible to Age 65 


Automatically converts at age 65 to a Partici- 
pating Ordinary Life on the level net premium 
reserve basis. 


2. Issued in amounts from $5,000 to $200,000, from 
age 20 to age 64. 


3. May be issued to both Standard and Substandard 
risks. 





4. Unusual Waiver of Premium Total and Permanent 
Disability Benefit included on ALL STANDARD 
ISSUES (without specific extra charge). This benefit 
guarantees the insured the option, prior to age 60, 
even though totally and permanently disabled as 
defined in contract, to convert to Ordinary Life 
including Waiver of Premium Benefit — or — if 
desired, and even though then disabled, to convert to 
any higher premium plan than Ordinary Life with 
waiver benefit covering that portion of premium 
equivalent to Ordinary Life at the then attained age. 


5. Dividends — Plan is fully participating with very 
substantial dividends now being paid starting at end 
of second policy year. Payment of dividend is not 
contingent on payment of next year’s premium. Divi- 
dends may be:— 

A. Withdrawn in cash. 

B. Applied to premium payment. 

C. Accumulated at compound interest. 

-> D. Applied to purchase Participating Paid-Up 
Whole Life without further evidence of in- 
surability. This option we believe is truly 
unusual in a term plan. 


6. Family Income or Home Protection Riders may 
be added to the policy. 


7. Yes—Issued to Business and Professional 
Women also. . 


Ask for Our Folder on Yearly Renewable Term. 
It gives rates and illustrative dividends. 


of New York, 
Home Office: 120 West 57th Street, New York 19, N. Y., JUdson 6-2370 




















FOR 


SINCERE 
DEPENDABLE 
SERVICE 
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W&S AGENCY FORCE 





THE RECOMMENDATION OF 
MILLIONS OF WESTERN AND SOUTHERN 
POLICYHOLDERS AND FRIENDS. 
WE’RE PROUD OF OUR AGENCY 
FORCE FOR ITS OUTSTANDING 
SUCCESS IN AFFORDING THE 
PUBLIC THE OPPORTUNITY OF 
FINANCIAL INDEPENDENCE 

AND LIFETIME SECURITY 
THROUGH LIFE INSURANCE. 


THE WESTERN AND SOUTHERN LIFE INSURANCE COMPANY 





















Mutual Company 
CINCINNATI, OHIO 





